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There Is Criminal Profiteering in Shoes 


stores that arerelics of the old days of the sample 

shoe store—that type of sample shoe store that 
had not one fixed price, but a variety of prices suitable 
to the appearance of the customer. By the shrewd- 
ness of the salesman and the salesman’s analysis of 
the customer, the store took excessive profits, not 
only in this year of governmental stigma on so doing 
but in years before, when comparatively little pro- 
test was made even by legitimate shoe men. Now 
comes the time for action. The Lever Act gives the 
basis for insuring truth in merchandising, truth in 
prices and better service to the general public. 
Throughout the United States for the past four years, 
with the new levels of price, there has been every 
provocation for the dealer in mispriced footwear 
to ply his trade. Stores of mushroom growth with a 
two-price standard have been allowed to flourish, 
but their day is done. 

The decision reached by the United States District 
Court in Providence makes the old habit of gipping 
the public on shoe prices illegal under the profiteering 
act, and subject to severe penalty. Just because a 
customer looked like $16 worth of footwear, the dis- 
honest practice was by suave salesmanship to put 
over a pair of shoes marked at $10. The man who ran 
the store and the retail salesman then went 50-50 on 
the profiteering profit of $6. 

No wonder the store made a profiteering profit. 
No wonder the clerk made an excessive profit. The 
whole business was fraudulent at heart and should 
have been stopped years ago. Inertia among mer- 
chants is as much responsible for it as anything. 


"yl cocina the United States, there are shoe 


There isn’t a State in the Union that ,has not a good 
act on its statute books to prohibit fraudulent 
advertising. The tolerance of such practices can go 
on no longer. The strong arm of the courts now 
prevents stores from having two-price salesmanship 
and prohibits deliberate theft upon the’ shoe-wearing 


public. 





Sales and Sales 


EATHER Wise, Money Wise and Other Wise.— 

Overshoe week! That was Dame Nature’s 
decree for the last week in January. It went. Rub- 
bers sold as never before. Turned into cash they 
were, and the cash will be turned into shoes for 
Easter sales. 

“Save Minutes. Save Money.” That’s the text of 
a big publicity campaign of a veteran but right up to 
the minute merchant. He reduced his selling hours; 
the clerks insisted on it. To sell as many shoes in the 
short hours as in the long hours is his object, and he 
is winning it. Hour sales, ‘a chance to get a good 
pair of shoes and save money every minute” is what 
he tells the public, and customers are thronging to 
his store. 

Lucky Day Sales on Friday, February 13, is next 
on the schedule of co-operative merchandising in ‘a 
city of moderate size. The merchants will unite in 
offering ‘“‘Lucky Price’ merchandise, said prices to 
range from 13 cents to $13, and will advise, by ad- 
vertising, people to buy that day and be lucky. 

Opportunities for good merchandising never were 
better than in this year of 1920. 
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A Good Year for Rubbers 


T started like an excellent year for rubbers. The 

snow came down good and plenty. Retail shoe 
merchants sold rubbers fast, called on wholesalers for 
additional supplies, and the wholesalers turned to the 
manufacturers. Some may have been lucky enough 
to get enough rubber shoes to go round. But with 
others it’s a different story. The moral is, “Order 
your rubbers good and early for next year.”” The 
production .of rubber footwear is the largest in 
history. So rubber shoe men say. The number of 
pairs and the number of styles are greater and so is the 
quality. 

Sunshine, as well as snow, will make this a great 
year for rubbers. Rubber sole sport shoes, and streeet 
shoes and school shoes will begin to sell fast when the 
bright and sunny days come again. Then there’s 
nothing like a springy tread beneath the feet. The 
rubber shoe companies are producing an extraor- 
dinary quantity of rubber footwear of all kinds for 
the Spring and Summer season. Enterprising mer- 
chants will distribute them among the consumers. 





Idle Hours Make No Shoes 


ANY a shoe merchant will find it worth while to 

look into the matter of decreased production 

of shoes and other goods, and to pass his findings 

along to his customers and other consumers, for he 

is sure to find that idle hours make no shoes and 

that’s a fact which should be driven home to the 
public these days. 

In normal times of before the war, the shoe shops 
of the United States ran 54 hours a week and pro- 
duced shoes at the rate of 100,000 pairs an hour, 
roughly speaking. Now, the majority of factories, 
especially the big ones, are running 48 hours a week. 
They lose six hours production each week, and 300 
hours production in a work year of 50 weeks. 

A loss of 300 hours production, at the rate of 100,000 
pairs an hour, means a loss of 30,000,000 pairs a year. 
That is one tenth of the normal production of shoes per 
year. 

Demand for shoes has kept up in face of decreased 
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production. More shoes, especially the better grades 
of shoes, have been demanded the past 12 months 
than ever before and there are no signs of the demand 
letting up. 

In order to meet the increase in demand, in face of 
a decreasing production, manufacturers have been 
driven to securing additional factory space, to set 
up new machines, and to train additional workers, 
and, also, to secure additional capital with which to 
pay for the additional factories, machinery and 
workers. The same thing has been going on all along 
the line, in tannery, last factory and supply factory, 
too. Altogether it has bought about a tremendous 
increase in the costs of producing goods. 

It’s the actual increase in the costs of production, 
which is primarily due to the shortening of the hours 
of labor, that is responsible for the present high prices. 
Profiteering is just an incident. Yet it’s the most 
talked about. 

It may be that the shorter hours are good for the 
people. That may interest the shoe merchant. But 
his main interest is to show to his customers, and to 
consumers generally, that idle hours make no shoes. 





A New Achievement 


O a combination of improvements in the art of 
tanning, and the science of shoemaking, set 
down a new improvement in footwear. Edges of shoes 
never were handsomer. Pick any good shoe from the 
stock, and consider the elegance of its edge; even, 
smooth and shiny. The edge is often the setting of 
the shoe, the same as the ring is the setting for the 
diamond. 

Take a walking shoe fora man. Observe its No. 10 
or its No. 11 iron sole, or even its overweight sole. 
A number of manufacturers have found it advanta- 
geous to advertise the weight of their soles. It’s an 
assurance of quality. The buyer, by the way, should 
keep in mind the difference between the iron of the 
sole, and the iron of the edge, for a No. 10 iron sole 
means that the sole itself is No. 10 in thickness, while 
a No. 10 iron edge means the combined thickness of 
the sole and the welt. 

Take a woman’s fine shoe. Observe the fineness of 





the edge. The welting on it may be a No. 3-64. It’s 
no thicker than a dime. It’s as tough and enduring 
as a thicker stock. But, being fine, it makes a thin 
close edge, and that is one of the ear marks of good 
shoemaking. 

The best edges are set with a great deal of care by 
men who have spent three years or more in the trade 
of setting edges. They use a blacking made of the 
best Canauba wax, and they iron each edge twice, 
taking care that the iron is of the proper tempera- 
ture, in order to make the handsomest edge. 





Curious Newsmaking 


MYSTERIOUS news item from Seattle notes 

the arrival of a ship from Japan having as one 
detail of cargo “188 pounds of glazed kid, valued at 
over $35,000, which figures out $180 a pound.” It is 
stated further that this rather expensive material is 
to be used in the making of women’s shoes. 

Evidently the daily press will continue to do its 
part in preparing the public for high prices in shoes. 
It would be interesting to know just what this roll of 
kid really was and what was its price. A few ciphers, 
more or less, are nothing to the daily newspaper man, 
if he has a striking item in hand or can make it so by 
adding and multiplying. 
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Continuous Clearance 


As a general rule, when the usual semi-annual 
clearance sale comes to an end, the merchandise that 
is left is not worth 50c on the dollar. It is not desir- 
able to start the next season with, and as a conse- 
quence it sticks around until the end of the next sea- 
son, when it is again marked down, and the same old 
story repeated. 

By the plan of continuous clearance, a strict tab is 
kept on every lot, and when selling begins to slow up, 
a P.M. is put on each pair in that lot. Very often 
heavier P.M.’s are put on the end sizes than prevail on 
the middle sizes. 

The merchant using this system of stock clearing 
does not wait until the selling season slows up, but 
starts his clearance on a given lot the minute the sizes 
become broken up. Price is reduced, if price reduction 
seems necessary, to keep that particular lot moving. 
In the end, however, price reductions on an average 
are far less, and stock cleaning is far more effective. 

Returns and exchanges are less frequent, because 
better attention can be given to the customers than in 
special sales where there is a scramble, rush and 
tumble, and many times much inexperienced help 
waiting on trade. 

Continuous clearance is a subject which may be 
well worth serious consideration. 





Start the “‘Recorder’’ 


Arrange a little ‘“Recorder” journey through 
your store, so that your salespeople, as well as 
the store’: managers, may read our better mer- 
chandising articles. 


The “Recorder” Fitting School is in session. 
We would like a large attendance. Series No. 2 
is published in this week’s issue. 


Therefore, fill out blank herewith and start the 
“Recorder” trip. This method of “round-table 
discussion’”’ of our authentic and expert informa- 
tion will benefit you and your eo-workers. 





on a Tour of Your Store 





Note carefully Articles 


Mr. 





























Return to 


circuit is completed, with comments or sug- 


gestions, if any. 
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ANNUAL MEETING 


New England Shoe and Leather Association 
Elects Officers—President Thayer Stresses 
Export Trade 


The annual meeting of the New England Shoe 
and Leather Association was held at the asso- 
ciation rooms, 166 Essex 
Street, on Wednesday, Janu- 
ary 28, at 11 a. m. 

The directors of the New 
England Shoe and Leather 
Association made the follow- 
ing recommendation: 

That Section 2 of Article 1 
of the assotiation’s By-Laws 
be amended so as to read: 
“Section 2—The membership 
fee shall be twenty-five dollars 
for firms having a capital of 
twenty-five thousand dollars 
or less, and fifty dollars for 
firms having a capital of more 
than twenty-five thousand dol- 
lars, and shall be payable an- 
nually in advance.” 

A recommendation of the 
Massachusetts Chamber of 
Commerce was made _ that 
the State of Massachusetts 
adopt the daylight savings 
system. 

A report of the Nominating Committee and election 
of officers took place, followed by miscellaneous busi- 
ness. 

Election of Officers 

The election of officers resulted as follows: Presi- 
dent, Harry I. Thayer, Thayer-Foss Company. (Mr. 
Thayer was re-elected for his fifth term). Vice- 
presidents: Fred B. Rice, Rice & Hutchins, Inc., 
Boston; Frank R. Briggs, Thomas G. Plant Company, 
Boston; Arthur W. Wellington, United States 
Leather Company, Boston; Arthur C. Lawrence, A 
C. Lawrence Leather Company, Boston. Secretary- 
treasurer, Thomas F. Anderson, Boston. Directors: 
Lucius J. Barnet, Charles A. Bliss, Edward H. Bill, 


ee Ziegel. 


HARRY I. THAYER 
President (Re-elected for Fifth Term) 
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A. N. Blake, Charles H. Cross, Herbert T. Drake 
Henry B. Dillenback, John E. Driscoll, C. Cheste: 
Eaton, Philip H. Fraher, Benjamin W. Fredericks, 
William F. Fitzgerald, Hervey E. Guptill, W. 
Thatcher Hollis, Edwin P. Holmes, Paul Jones, 
Alexander E. Little, Alfred L. Lincoln, Burt W. Ran- 
kin, Hovey E. Slayton, A. P. Thompson, Irving (. 

Webster, James H. W. Whit- 

comb, Frank D. Young, Louis 


The big feature of the meet- 
ing was the address of Presi- 
dent Harry I. Thayer. Mr. 
Thayer stated, in part, as 
follows: 


Address of President Thayer 


“This year we will celebrate 
the 300th anniversary of the 
landing of the Pilgrims at 
Plymouth. We might also 
celebrate the 300th anniver- 
sar) of the shoe and leather 
business in New England. It 
was here the industry was 
born and it is here it still 
remains in the lead. Our 
association should do its duty 
in helping to maintain in good 
large figures the position New 
England. has and is now 
holding. 

“The development of our industry is tremendous 
from an ‘infant industry’ to the third largest in the 
United States. To maintain this we must be alive to 
conditions. Other parts of our country are making 
large gains; we must make our product fine and our 
price right, and, greatest of all, keep our customers’ 
confidence. 


Close Co-operation Necessary in Industry 


‘‘How can we do this? By close co-operation, and 
I know of no better illustration than to ask you to 
observe the opinion of all of our guests at the Ninth 
Annual Convention of the National Shoe Retailers’ 
Association, recently held here in Boston. Much 
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credit is due the committee who had charge of the 
tremendous undertaking. New England may well be 
proud, for it demonstrated to our friends from other 
parts of the country that Boston can have a conven- 
tion and a successful one, too. The helpfulness of these 
things is beyond the estimate of any of us. 


Plans for Shoe Style Show 


‘The association is now formulating plans whereby 
a shoe sty le show and exhibit will be held in Boston, at 
least annually, if not more often, and asks the co- 
operation and support of all its members in this 
direction. 

“Our factories have been continually affected by 
reduced production, but as industry we have been 
able to supply the demands made upon us, and, at the 
same time, maintain the standard of our product at 
prices as low relatively as any other leading com- 
modity. In my opinion, there has been no profiteer- 
ing in the sense this unfair word is used in our indus- 
try. 

“Labor conditions have been adjusted with the 
least. possible difficulty consistent with fairness to the 
employes of our industry. Prices have been kept 
down as much as possible. I believe any advance will 
not be welcomed by a single manufacturer of shoes or 
leather in our association, and furthermore, everyone 
will do all in their power to prevent it. 


Export Trade Big Factor in Production 


“Export trade is a large factor in our production 
today. Foreign exchange prevents large exportation, 
and in my opinion, will for some time to come. This 
is unfortunate, but must be borne. We are losing an 
opportunity which we should keep. The production 
of our plants is ample to take care of such foreign 
business as we need to stabilize our industry in the 
years to come, for we shall need this export trade 
badly and we should see that we get and hold it if it is 
a possible thing to do. 

“My trip to Europe one year ago made it impossible 
for me to be present at our annual meeting. I regret- 
ted this very much, but that visit has been of great 
value to me, greater than I can tell you. I have tried 
to give all I could of that to our industry; surely we 
would not have had an official visit of British boot 
and shoe manufacturers so soon, had it not been for 
that trip. The letters that many of us have received 
from these men prove without question the great ad- 
vantage of the interchange of thought and kindly 
feeling. Much more good can be done along these 
lines and I believe will be done in the present year. 

“The activities of our association have been greater 
than ever before. During the year just closed, I need 
not tell you what these have been, for you have all felt 
the effects of them directly or indirectly. I hope every 
member appreciates this, and believe you do. 
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Benefit of Transportation Conference 


“T cannot help but mention one important conference 
that our association has had the pleasure of co-operat- 
ing with, and from which every member received 
inestimable benefit, and that is the New England 
Transportation Conference. It is my opinion that 
every member has been represented in a way, as far 
as transportation is concerned, that was unobtainable 
in any other way. We should, as business men, do all 
we can to co-operate with the railroads after they are 
returned to private ownership, and with our post- 
master to help improve postal conditions in this city, 





Records of Business Lost 


Merchants Should Send Duplicate Orders to F. B. 
Higgins Company, Aurora, IIl. 


We are in receipt of the following letter which, 
under the circumstances, we feel is deserving of all 
possible publicity. 

The F. B. HIGGINS COMPANY, 


Aurora, Illinois. 

On Friday, the 16th, my hotel room in Boston 
was entered and robbed of everything that I had 
down there with me, including my clothing, bags, 
etc. In one of these bags was my record of all of 
the business we had taken at the convention, and 
this was the only record that we have. 

We thought perhaps it would be a good idea to 
ask you to run a notice to the effect that Mr. 
Higgins of the F. B. Higgins Company had had 
his baggage stolen out of his hotel, and ask any 
dealers who placed any business with us to be kind 
enough to send in duplicate orders so that we 
could make copies and return the duplicates to 
them, and in that way locate at least a part of 
this business. 

We penetrated this Eastern market for the first 
time at this convention and we prized these 
orders very highly because we had gotten a splen- 
did distribution through the New England States. 
You can see what it means to us to lose all of these 
records. 

Yours truly, 
THE F. B. HIGGINS COMPANY, 
(Signed) F. B. Higgins. 
FBH. CMC. 











‘and to assist in the continuing need of more practical 


work in the building up of the port of Boston and the 
establishment of new steamship lines to countries not 
already having direct service. 


Predicts Great Prosperity Ahead 


‘Business will continue good, and great prosperity 
is still ahead of us for some time. 

“Our association must have sufficient income to 
warrant a broad and helpful policy, which every mem- 
ber will desire. 

“T trust the year 1920 may be a year of great 
stabilization of our industry and upon all our people.” 
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A Sharp Penalty For Profiteering 


The U. S. District Court in Providence Penalizes Dealers Who 
**Sell at Two Prices.”’ 


retail shoe business. The profiteers have been 

cornered, captured, condemned, and great is 
the rejoicing, especially among reputable shoe mer- 
chants. 

The F. G. Collins Shoe Company of Providence, 
R. I., was charged with selling a pair of shoes for 
$6.00 which were marked $3.98. In their answer to 
the indictment the company moved that the motion 
be quashed on 29 grounds which, being boiled down 
into one, resolved itself into the contention that hav- 
ing two prices on a pair of shoes does not constitute 
profiteering. The trial took place on January 26, 
when the defendants retracted their plea of not 
guilty. Judge Arthur L. Brown fined four officers of 
the company. A. M. Collins, George M. Goldsmith, 
and Samuel F. Flanzbaum were each fined a thousand 
dollars, and Joseph Fredberg was fined $500. 

The evidence showed that it was the custom with 
this concern to pay the salesmen commissions on 
shoes sold above the marked price. In some cases 
salesmen made $30 or $40 a week in addition to their 
salaries. The profit to the company often ran as high 
as 800 per cent. 


‘ T last profiteering has been discovered in the 


Two-Price Shoe Stores 


This is a game which might be called, “Seeing 
how much the customer can stand.” If the custo- 
mer is wearing an expensive fur ulster, it would be 
mighty hard for him to buy a pair of shoes for less 
than $14. But if he registers a kick, those shoes 
move miraculously to the $12 mark, and if he starts 
to go out disgruntled, he will be told that at a special 
sacrifice a $10 note will buy the shoes. 

The usual arrangement in stores of this character 
is for the proprietor to get half the booty and the 
salesman the other half. Salesmen have been known 
to make as high as $100 a week. Smart men, yes! 
Too smart for the shoe business. Their talents are 
wasted in it. It woud be much better if they sold 
stock in non-existent oil wells, or went back to the 
good old-fashioned gold-brick game. 

We do not mean to intimate for an instant that the 
shoe business has a larger percentage of unscrupulous 
men in it than any other business. There are two and 
three price piano stores and jewelry stores and every 
other kind of store, but in whatever business, the two 
price store is a pest. It’s unfair to its competitors, it’s 
unfair to its customers, it’s bad business; it isn’t 
business at all. 


Our advice to the public is that whenever a price 
concession is made to them in a shoe store they leave 
that store, never to return. No reputable shoe mer- 
chant countenances such practices. Now that the 
courts are getting after the practitioners, we can say 
that profiteering has been discovered in the shoe busi- 
ness. To try to get two prices is true profiteering, 
and the only kind there is in the shoe business. 
Wherever found and in whatever business it should be 
destroyed root and branch. 


The Story of the Case 


Providence, January 26.—Withdrawing pleas of 
not guilty entered last month, when arraigned on a 
secret indictment charging them with profiteering in 
shoes, Samuel F. Flanzbaum of Roxbury, Mass., 
president; George M. Goldsmith of Boston, vice- 
president; A. M. Collins of Boston, treasurer, and 
Joseph Fredberg of Providence, manager of the F. G. 
Collins Shoe Company, 232 Westminster Street, 
pleaded nolo today in the U. 8. District Court here 
to the charges against them. 

Flanzbaun, Goldsmith and Collins each were sen- 
tenced to pay a fine of $1,000. Fredberg was sen- 
tenced to pay a fine of $500. 

The four defendants were to have been placed on 
trial today. When their case was called, Michael J. 
Lynch, their counsel, stated they desired to withdraw 
their former pleas and enter pleas of nolo. 

United States District Judge Arthur L. Brown, in 
imposing sentence, said that men guilty of charging 
unreasonable prices for necessities of life should be 
substantially punished. 

In pleading for substantial punishment for the four 
men, United States District-Attorney Harvey A. 
Baker submitted to the court a report made by Homer 
F. Harris and Orville D. Harris, members of the 
American Institute of Accountants and Special Ex- 
aminers, of the cost to the F. G. Collins Shoe Com- 
pany of shoes sold and the price the same shoes 
brought. ; 

The Government in its indictment against the four 
shoe men allege that they entered into a conspiracy 
with their salesmen to pay the salesmen commissions 
on all money obtained from customers above the sale 
price of shoes as fixed by the company. 


Outlines Big Commissions 


Mr. Baker claimed that Salesman “‘H,” who, ac- 
cording to the accountants examining the company’s 
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books, is Benjamin Prague, earned during the week of 
October 27, $31.80 in commissions in addition to his 
weekly salary of $22.00, and that, during the week of 
November 3, the same salesman earned $37.15 in 
commissions above his weekly salary. Mr. Baker said 
that testimony was produced by the Government 
before the Grand Jury to show that the commission of 
said salesman was paid on shoes which were sold above 
the sale price as marked on shoes by the company. 

William M. Twombly of the Federal Trade Board 
was sent here from Washington to testify for the 
Government as an expert on profits on Shoes, but as 
the defendants pleaded nolo Mr. Twombly did not 
testify. 

Mr. Baker informed the court that Mr. Twombly 
and other experts, men long engaged in the man- 
ufacture and sale of shoes, considered 33 1-3 per 
cent profit above all costs reasonable before the 
World War, and 60 per cent profit reasonable at the 
present day. He told Judge Brown that evidence 
obtained before the Grand Jury in the case against the 
four shoe men, and figures taken from the company’s 
books, showed that in some instances profits on shoes 
sold by the company amounted as high as 800 per 
cent. 

Calls Profit ‘‘Unfair’’ 

“This is a case of trying to exact from the public 
unfair and unreasonable profits from shoes,” Mr. 
Baker declared. ‘““This practice of defrauding the 
public can be stopped only by strong court action,” 
he continued. 

Mr. Baker cited that Salesman “H” on October 
30 sold two pairs of shoes, each pair costing the com- 
pany $3.41, at $6.68 and $5.98, respectively. He also 
pointed out that Salesman ‘“B” on November 8 sold 
two pairs of shoes, each pair costing the company 
$2.62, at $7.98 and $6.48, respectively. 

One salesman on November 21, Mr. Baker said, sold 
to one customer a pair of shoes for $7.50 and to an- 
other the same kind of shoe for $10.98. The sales- 
man’s commission on the pair he sold for $10.98 was 
$1.00 These same shoes, Mr. Baker stated, cost the 
company $2.26 a pair. 





Southern Shoe Salesmen 


Hold Twenty-Ninth Annual Banquet at Boston 
Shoe Trades’ Club 


The twenty-ninth annual banquet of the Southern 
Shoe Salesmen’s Association was held Wednesday 
night, January 28, in the Boston Shoe Trades’ Club. 
As Chris S. Briel, the president for 1920, reminded 
the members present it was the first dry banquet of 
the organization. He offered a milk punch after re- 
calling that shoe travelers in the Southern states 
would no longer gather at New Orleans for the famous 
cocktail of that city. 
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Several cabaret entertainers kept things livened up 
during the dinner with their dances and songs ad- 
dressed to individuals about the tables. A women’s 
orchestra furnished the music. 


L. F. Burdett, Toastmaster 


L. F. Burdett, the outgoing president, was toast- 
master of the evening. Before proceeding to the 
principal speakers of the evening he called upon Presi- 
dent Briel, W. M. Oakman, president of the National 
Shoe Travelers’ Association, and Sidney L. Curry, 
president of the Boston Shoe Travelers’ Association, 
for short talks. Mr. Oakman, who was elected to 
head the national organization at Cincinnati during 
the national convention, January 6 and 7, predicted 
a great organization of all commercial travelers of the 
United States and declared that enly in this way 
could they obtain their proper recognition. 


CHRIS S. BRIEL, President 


Oran McCormack, editor of Modern Shoe making, 
and Joe Mitchell Chapple, a Boston publisher, were 
the principal speakers. Mr. McCormack, formerly a 
shoe traveler himself, told of some of the hardships of 
the traveling salesman on the road and asserted that 
the life was not always “‘a bed of roses.” 


‘Mr. Chapple related his many experiences with 
the dignitaries of Europe. It was salesmanship or the 
“human element” that appealed most to those per- 
sonages, the speaker said. Graphically, he related 
the experiences of the soldier under fire and the terror 
of a bombardment. 


Edward M. Cox is the vice-president of the Southern 
Shoe Salesmen’s Association for the coming year. 
F. W. Stanton continues as secretary-treasurer. Mr. 
Stanton, active in shoe travelers’ organizations, was 
unable to attend the banquet because of illness. 
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The Thanks of the Convention 


Historical Sketch of the Boston 1920 Revival of Better Merchandising Through 
Merchandising Betterment 


By 1920 Convention Committee, W. W. Willson, Chairman 


We wish to take this opportunity to thank you for what you have done to make this 


Convention a success. 


The co-operation of your paper has been splendid and we appreciate it 


thoroughly, and know that we are expressing to you the sincere,sappreciation of the retailers of 


the association individually and collectively. 


Without the trade papers’ aid the good thoughts 


that now reach thousands would be lost and the inspiring and helpful things which have come 


from this National Convention would be lost. 


NEW ENGLAND SPIRIT 
N | OW that the Ninth Annual Convention of the 
National Shoe Retailers’ Association has 
passed into history, it seems to be in order 
that we consider some of its accomplishments and 
draw out of it inspirations that will guide the associa- 
tion work and its members during the coming year. 


The details of the great conven- 
tion were written up fully in the 
various trade papers, and retail shoe 
merchants should read the papers 
very carefully, and at leisure digest 
the many good thoughts expressed. 
The unanimous opinion of hundreds 
who attended, both as delegates, ex- 
hibitors and others, has been that 
this was the greatest gathering of 
shoe men in the nation from every 
standpoint. The 1920 Convention 
Committee of the N.S. R. A. desires 
to take this opportunity to express 
its appreciation of the retail, shoe 
men of the nation for their co- 
operation in development of /the 
convention, and best of all for 
their attendance 

Manufacturers’ Co-operation Generous 

We are not unmindful of all the assistance given 
us by the manufacturers from all parts of the country. 
Their co-operation has been generous and construc- 
tive. All of our exhibit space was sold and paid for 
before the convention opened and the entire exhibit 
was really a marvelous display, representing every 
part of the allied shoe and leather trade. The general 
decoration scheme was fine, the booths were ample 
aud nicely decorated in an individual way by manu- 
facturess, and electric signs were very effective. This 
is the first convention where we have had the highest 
grade manufacturers appear with displays. The 
working exhibits in the basement, such as the shoe 
repairing department and rubber factory, were well 
patronized and appreciated: Also the glazing ma- 


W. W. WILLSON 


chine for kid leather. Many of the exhibits had 
unique displays which were very interesting. Reports 
from a great number of exhibitors are that they did 
many times more business than they expected. 
The general feeling is that they are very satisfied with 
the orders they received. 

At this date it is impossible to state just how much 
business was done during the four 
days of the Convention. Many ex- 
hibitors report they paid for their 
expenses the first day and many 
sold $30,000 to $50,000 worth of 
merchandise; other dealers much 
more. The convention sessions held 
in Convention Hall proved to bea 
clearing house for many constructive 
ideas set forth by the floor as well as 
by the speakers. 


Entertainment Features Success 


The evening entertainments were 
a complete success, particularly the 
style show, which was the greatest 
ever held in the country. The ban- 
quet, with 3,000 covers, was the 
largest course dinner ever set up 
in the nation. The moving pictures in Paul Revere 
Hall represented an expenditure of more than $100,- 
000. The restaurant service in Talbot Hall was also 
a success, and worked to capacity each day. We must 
not forget others contributing to the success of this 
convention. A great deal of credit is due the women, 
every member of their committee being on the job 
early and late to do her best to entertain the lady 
visitors. 

Congratulations to Boston Committee 

It has been said that Boston is cold and distant, 
but the consensus of opinion of the visitors seems to 
be that they received a warm welcome and the hand 
of good fellowship and proverbial hospitality of the 
South were in evidence on all occasions. If the Bos- 
ton Committee was not made up of level-headed men 
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and women, it would be necessary for them to in- 
crease the size of their hats, but everyone is moving 
on an even keel, and appreciates the compliments 
received for individual and collective work on the 
Convention Committee. 


To Boost Milwaukee Convention 

The retailers of New England went to St. Louis in 
1919 and made a strong bid for the convention. 
They received it and entertained it. They worked for 
one year to make this convention the biggest and best 
in the history of the trade. It has been so pronounced 
by some 5,000 shoe men representing the allied trade. 
It has been Boston’s turn at the bat and now we turn 
our attention toward the Tenth Annual Convention, 
which will be held in Milwaukee. We have already 
promised to do everything she wishes and everything 
we can to help make her convention the biggest and 
best convention in the United States. 

It is now planned that the Massachusetts Associa- 
tion will at an early date appoint a Milwaukee Con- 
vention Committee and that we will throughout the 
year 1920 boom Milwaukee and urge every retailer 
from New England to take the joyous trip to the 
great city of the Middle West. I believe that it is 
not an idle dream to take several hundred shoe men 
from this section of the country to the convention, 
and the opinion seems to be that the manufacturers ot 
New Engiand are keenly alive to the importance of 
taking a very active part in this great National Con- 
vention, and are going out there strong. In my mind 
I can picture New England at the convention with a 
very large number of booths known as the New 
England Division, this division also divided into 
various smaller divisions of the shoe cities of New 
England. 

National Gathering of the Trade 

It is only right that we return the compliment the 
Western manufacturers have shown us on the occasion 
just closed in coming here and making such a grand 
display. It is not a case of the West and East trying 
to outdo each other, but it is a case of North and 
South and East and West combined for the good of 
all. It is a case of manufacturers, last makers, whole- 
salers, retailers, and others getting together on this 
national occasion to make the convention a success 
and to handle bigger things, and the cementing of the 
great shoe and leather industry together so that it will 
accomplish the most for the entire country. 

A Condensed Record of Experience 

The Boston Convention Committee plans to write 
a condensed record of experience as gained from the 
convention just closed, and this will be at the service 
of the next Convention Committee to help make their 
convention a great success. Much more might be said 
concerning the convention, but those who attended 
have the information first hand, and those who un- 


BOOT AND SHOE RECORDER 43 


fortunately did not attend can gather it from the 
trade papers. Boston and the Convention Committee 
were glad to be host on this occasion, and we feel that 
if each one has gone away with something instructive 
and inspiring that will help him during the year, we 
will be well repaid for our efforts. 

Once more we must register our appreciation to 
every one who has contributed so generously and 
helped us to put on this Ninth Annual Convention, 
and we urge that you give, if possible, increased co- 
operation in Milwaukee. They are making elaborate 
plans for the convention that will be helpful to any- 
one taking part in it. We feel sure that the manu- 
facturers and retailers in that section of the country 
will do themselves proud. 

With sincere good wishes to our friends for a happy 
and successful year, and looking fowrard to meeting 
them at Milwaukee, we are 


1920 NATIONAL CONVENTION COMMITTEE, 
(Signed) W. W. Willson, General Chairman. 


Milwaukee 1921 Victory 


Retail Shoe Merchants to Celebrate at 
February 5 Meeting 

The regular monthly meeting of the Milwaukee 
Retail Shoe Dealers’ Association will be held Thursday 
evening, February 5, in the directors’ room of the 
Milwaukee Association of Commerce, 108 Mason 
Street. President A. B. Caspari is planning to make 
the session a rousing celebration of the big victory 
won by the association in bringing the 1921 National 
Convention to Milwaukee. 

At the same time, plans for a year’s campaign of 
preparation for entertaining the convention will be 
perfected and the work put under way in a systematic 
manner. Itisthe biggest job the Milwaukee retail shoe 
merchants have ever tackled, but they. feel that they 
gained valuable experience in handling big things by 
their notable fight to secure the convention while at 
Boston two weeks ago. 








New Factory 


For the Manufacture of Boys’ Goodyear Welt . 
Shoes 

Leonard & Barrows of Middleboro, Mass., with 

Boston offices at 181 Essex Street, having disposed of 


_ their factory at Belfast, Me., have now equipped a 


special factory for the manufacture of boys’, youths’ 
and little gents’ Goodyear welt shoes, at Middleboro, 
Mass., near their present men’s factory, for the pur- 
pose of centralizing their business and supplying their 
customers with a boy’s Goodyear welt shoe that will 
be made under most favorable conditions and enable 
them to produce in liberal quantities boys’ shoes that 
will meet the popular demand of style, quality and 


finish. 








si Mg ig 


CL LENGE LEE ETS ie Sag tcc 











BOOT AND SHOE RECORDER 


Jan. 31 1920 


Trade Investigators Off for Europe 


Everit B. Terhune and Arthur D. Anderson, Sail to Manage Joint American 
Shoe and Leather Exhibit at International Sample Fair, Lyon, France 


S the liner Mauretania backed out of her pier 
and pointed her nose toward Europe this week 
she had on board, among other shoe and 

leather men, two gentlemen well-known to “Boot and 
Shoe Recorder” readers. They were Everit B. Ter- 
hune, publisher of the “Boot and Shoe Recorder,” 
and Arthur D. Anderson, editor-in-chief. 

These gentlemen are to spend from six to eight 
weeks in Europe, the prime object of their trip being 
their attendance at the International Sample Fair to 
be held at Lyon, France, from March 1 to 15 next. 


“A Oi 


Aion lees, 
ELLY 


United States, Canada, the United Kingdom, Italy, 
Switzerland, and Spain. 

Our readers are familiar with the sample fair held in 
connection with the annual Convention of the 
National Shoe Retailers’ Association. The Lyon 
Fair is different from this American fair in that the 
products of all countries are represented and buyers of 
most nationalities participate. It is a splendid me- 
dium for both buyers and sellers, for the Fair affords 
them respectively a wide selection and a broad range 


of customers. 
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ERNEST PERRIN 


Forty American manufacturers of shoes, leather, 
and accessory products have, under the supervision of 
Messrs. Terhune and Anderson, coupled their interests 
in a joint exhibit of their samples at this important 
International Buyers’ Fair, to which purchasers of 
American commodities annually migrate for the 
purpose of inspecting the concrete samples there 
displayed and of filling orders for such goods as they 
need and meet their approval. Among these will be 
buyers from France, Great Britain, the Scandinavian 
countries, Switzerland, Italy, Spain, Greece, and the 
Near East. There will be buyers from America, 
Japan, South Africa, Latin-America, Canada, and 
from almost every section where foreign goods are 
bought in quantities. 


Samples of Diversified Manufacture 


The re will be exhibitors at the Fair hailing from 
many of those countries, especially from France, the 
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ARTHUR D. ANDERSON 


For six months Mr. Terhune and Mr. Anderson, 
assisted by other members of the “Boot and Shoe 
Recorder”’ staff, have laid plans for this tremendous 
undertaking in behalf of the American industry, and 
when the samples of the various manufacturers were 
shipped in the early days of January, there was a 
hearty sigh of relief at the completion of the first 
phase of the ambitious plan. 


Mr. Anderson the Decorative Expert 

Mr. Anderson, with his remarkable imagination and 
sense of the beautiful, will have charge of the ar- 
rangement of samples and decoration of the booths. 
The joint American exhibit, housed in a special 
building built for the purpose, promises to be the big, 
outstanding feature of the whole Lyon Fair. If the 
booths of the American Division were placed side by 
side they would extend for about 400 feet—a good 
city block. 
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The American exhibitors have also been fortunate 
in securing the services of Ernest Perrin, who has 
represented in the United States the Lyon Fair 
authorities during the past six months, urging upon 
American manufacturers the advantages of exhibiting 
their wares at this leading international market 
place. 

Early in January Mr. Perrin left for Lyon to arrange 
all such preliminaries as are necessary for the smooth 
development of arrangements on the arrival of Mr. 
Terhune and Mr. Anderson. 

At the Fair itself, Messrs. Terhune, Anderson, and 
Perrin will receive visitors to the Fair and explain in 
detail to interested individuals details relating to those 
American manufacturers who will not themselves be 
present at the Fair. There will be a staff of inter- 
preters who will be able to converse in every language, 
and a secretarial staff who will make daily 
reports to the American exhibitors of pro- 
ceedings at the Fair, with special reference 
to the lines on display. 


Will Study Economic Conditions 


With the closing of the Fair Messrs. 
Terhune and Anderson will go to various 
of the European countries for the pur- 
pose of personally determining what the 
trade possibilities will there be for Ameri- 
can manufacturers to study economic con- 
ditions, and they will offer suggestions in 
those countries to shoe and leather trade 
organizations and individuals as to how the 
industry in America can help to bring 
about better conditions in those countries 
where the war has placed its heavy hand. 
They will visit Italy, Austria, Germany, 
Switzerland, France, Russia if possible, 
Belgium, and Great Britain, and their 
animating spirit will be that of co-opera- 
tion. 


Series of Articles on Trip 


Mr. Anderson will commence immediately upon hi 
arrival on the other side to send back a series of 
interesting articles regarding the situation in the 
various countries as he, from the American viewpoint, 
finds them. 

He will carry his camera everywhere and the 
photographs which he will send back will no doubt 
be exceedingly enlightening to every reader of the 
“‘Recorder.”” He will come back a better editor, with 
a larger view. His conferences with retail shoe 
merchants, manufacturers and tanners will teach him 
much, and this he will pass on to the readers of the 
“‘Recorder.” 

The trip to Europe is fraught with great possibil- 
tiies for help to the American industry. 
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A Successful Shoe Merchant 


Monaghan, of Middletown, Utilizes Show Win- 
dows as Shoe Pictures 


Frank A. Monaghan, a photograph of whose store 
front is shown here, is a successful retail shoe mer- 
chant in Middletown, N. Y. The name of his store 
is the “Boot Shop.” Mr. Monaghan was formerly 
in business in New York City, operating two stores, 
one at 1832 Amsterdam Avenue and another at 1062 
South Boulevard, Bronx. He located in Middletown 
a few years ago. By applying strictly city methods 
and carrying only high-class merchandise, he has 
made an unqualified success. Mr. Monaghan doesn’t 
carry a cheap shoe or a work shoe in his store. 

As may be noted by the window display, he features 
“Glove Grip” shoes in both the men’s and women’s 


“The Boot Shop,”” Middletown, N. Y., Frank A. Monaghan, Proprietor. 
The Window Display Features ‘Glove Grip’ Shoes for Men and Women 


departments. Ina recent letter from Mr. Monaghan, 
he says: “Glove Grips are going better every day. 
There is scarcely a day goes by that we don’t hear a 
customer remark: ‘How nicely they fit the arch!” 

Mr. Monaghan’s success is an excellent example of 
results that can be accomplished, as he says, “by 
applying city methods to a moderate-sized town, 
catering for high-class trade and carrying dependable 
and high-grade merchandise only.” 





Washington, D. C., January 30—The Surplus 
Property Division of the War Department will re- 
ceive bids on February 27 for 188,447 pairs of new 
rubber hip boots and 181,999 pairs of all rubber arctics. 
These hoots and arctics are a War Department surplus. 
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The Two Big Questions 


Shoe Prices and Shoe Styles --- Manufacturer and Retail Merchant 
Cautiously Feeling Their Way 


attended the convention of the National Shoe 

Retailers’ Association at Boston were intently 
seeking information that would serve as a guide to- 
ward intelligent buying of shoes for Fall, 1920. 

While it is true that quite a large volume of Fall 
business is placed by these merchants with various 
shoe manufacturers whose lines were represented in 
the enormous display at the Boston Convention, the 
great bulk of the orders placed were for immediate 
delivery or delivery up to June 1. The most of the 
business was for various styles of low cuts. 

A considerable volume was, of course, placed for 
July and August delivery and representing shoes to be 


Tr HE three thousand or more shoe merchants who 


. sold by the merchants for Fall, 1920. Black kid, dark 


brown kid and patents on fairly conservative lasts and 
patterns, to a great extent, made up the bulk of 


orders placed for Fall. 


Raw Stock and Leather Conditions 


Neither merchants nor manufacturers seem inclined 
to gamble to any great extent on Fall business. 

All through the first part of 1919, raw stock con- 
tinually advanced until it reached the summit in 
August when heavy hides and calfskins both sold 
at record prices. Then for a time came a gradual 
decline, until bottom was struck in December. Then 
came a reaction which has carried the more desirable 
grades of both heavy hides and calfskins to a point 
not far below the high point in August. 

It should be borne in mind in this connection that 
the August price was for the Spring take-off of short- 
haired hides and calfskin, while the present price is 
based on the Winter or long-haired hides which are 
inferior in quality and, consequently, when con- 
verted into leather will mean prices practically as high 
as the leather made from the hides quoted at the high 
mark in August. 


Conditions in Kidskin Market 


In a discussion of the kidskin situation at the 
National Boot and Shoe Manufacturers’ Convention 
it was brought out that the prices received by the 
producers of goatskins in China and India are re- 
ceiving about the same price per skin in their own 
money today that they received three or four years 
ago; but India, China and Brazil have a silver stand- 
ard of finance, and the enormous increase in the price 
of silver, together with the inflation of the value of 
the American dollar in’ foreign markets, means a 


considerable increase in the price of goatskins when 
they reach this market. 

It was pointed out by one prominent kid leather 
tanner that the demand had been so closely con- 
centrated on the higher grades of kidskin that the 
market had been forced to.a higher level on these 
grades than would have been necessary had the de- 
mand been spread over a wider range of grades and 
thus allowing the tanner to keep all grades moving 
freely. 

One prominent shoe manufacturer expressed the 
opinion that one reason the demand had been con- 
centrated on the higher grade, was that the difference 
in price between the higher grade and the lower 
grade was not sufficient to overcome the difference in 
the cutting value of the leathers. That it took a lot 
of time to shift patterns around on the cheaper 
grades of skins to get a uniform run of vamp and 
avoid the holes and damaged places in the leather. 


Present Advance Surprise to Tanners 


It is surprising alike to tanners and shoe manufactur- 
ers, that the present advance should come into exist- 
ence. However, the condition exists and, in face of it, 
there can be very little hope of lower prices for finish 
leathers of the better grades. 





Someidea of the condition of the hide mar- 
ket today as compared with a year ago can 
be had from the statement of a prominent 
shoe manufacturer made during the con- 
vention of the National Boot & Shoe Manu- 
facturers’ Association last weekin New York, 
when he showed by chart that heavy hides 
are now 38 per cent higher than the Govern- 
ment maximum which prevailed during the 
war and up to February 15, 1919, and that 
calfskins are over 100 per cent higher than 
the maximum Government schedule. 











Statement by J. Stevens Ulman 


J. Stevens Ulman, president of the Amalgamated 
Leather Companies, Inc., said the impression seemed 
to have become prevalent that kid leather tanners 
had on hand enough stock to take care of their needs 
for six months and that they also had afloat enough 
skins to take care of their needs for the next six 
months. This, he said, was an erroneous statement. 
In his opinion, the average kid manufacturer did not 
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have on hand a supply to exceed 30 days’ needs, but 
shipments were coming in fair volume, and if American 
tanners of kidskin were willing to pay the price 
necessary, in bidding against English, French and 
other foreign tanners, that we would probably be able 
to get sufficient skins to meet the needs of American 
shoe manufacturers. 

Reports from abroad show that the tanning 
industry in England, France, Belgium and other 
countries is being developed more rapidly since the 
war than at any time in previous history and, con- 
sequently, there is a lively bidding for the world’s 
supply of hides and skins. 


Labor Conditions 

Probably the biggest problem facing shoe manu- 
facturers today is that of labor, and the biggest prob- 
lem connected with labor is production. In every 
industry and in nearly every plant, while wages have 
increased enormously, production per operator has 
decreased very materially. Every manufacturer is 
seeking some way, some method, some plan by which 
he can increase the per capita production of his plant. 





Just in proportion that production per 
operator has decreased, overhead per pair 
has increased. Many manufacturers are 
becoming alarmed over the situation and are 
striving in various ways to bring production 
per operator back to normal and in this way 
keep prices at the lowest possible minimum. 

Various plans of factory management 
through shop committees and other interior 
organizations, as well as bonus plans and 
sharing of profits, were recommended, and 
methods of speeding up production were 
discussed. 

The dominating thought of shoe manu- 
facturers seems to be to keep prices at the 
lowest possible level in face of increasing 
prices in leather, findings and labor. 











Linings and Findings 

A year ago when shoe manufacturers started to 
figure their prices on their sample lines for Fall, 
cotton fabrics were declining, as were laces and some 
other materials. 

In February, cotton and wool fabrics took an up- 
ward trend and throughout the year went from 
higher to higher level. Within the past two weeks 
another considerable advance has been registered 
and the indications are that further advances will be 
made within a short time. In view of this, another 
factor is added to further increase shoe costs for the 
sample lines of Fall, 1920. Sheepskin leathers are 
considerably higher than a year ago, which adds to 
the cost of facings, sock linings. etc. 
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The Future of Prices 


When it are realized that there are only about four 
weeks between rawskins and finished calf leather 
and only about 60 days between rawhides and 
finished sole leather, it can be seen how closely the 
trend of leather prices follows that of hide prices. In 
view of the present high price of both heavy hides 
and calfskins, it is apparent that good calf leather will 
not be any cheaper and probably will be higher. The 
same applies to the heavier and better grades of sole 
leather. 

All through the past year the lower grades of side 
leather and lower grades of sole leather have been 
cheap compared with the higher grades and the same 
condition will probably prevail during the coming 
season according to various shoe manufacturers who 
have made a study of market conditions. 





The result will be that the higher grades 
of men’s calf and kid shoes will show a con- 
siderable advance over the prices of one 
year ago when travelers started on their 
trips to garner in the business for Fall, 1919. 
They will show an advance even over the 
high prices which prevailed for Spring, 1920. 











The Result Is Summarized 

This is true even in a more marked degree in 
women’s high grade shoes; and especially in colored 
kid leathers. 

Factories making medium grade of men’s shoes 
using the lower grades of calfskins and medium grades 
of side leather will probably not show any marked 
advance in their prices for Fall, 1920, over the prices 
for Spring, 1920. 

Women’s shoes of the medium grade will, in the 
opinion of several manufacturers making that grade of 
shoe, not vary materially from prices quoted for 
Spring, 1920, but buying for Spring was almost en- 
tirely on low cuts while prices for Fall will be for 
boots and the price per pair will consequently be 
considerably more. 

Some manufacturers making the lower grades of 
men’s shoes who took advantage of the market 
some weeks ago will be able, they think, to start 
the season at figures slightly lower, or at least no 
higher than prices quoted for Spring, 1919. 

The same in a general way is true of the cheaper 
grade of women’s shoes, except that kid shoes even 
in this grade will probably have to bear some ad- 
vance. 


Placing Orders Early 


Many retail merchants, on account of the unsettled 
condition of the leather market and on account of a 
change to some extent in lasts are in a quandary as to 
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placing their orders early for their Fall needs. So 
far as prices are concerned, it seems fairly evident 
from the opinion of various shoe manufacturers, 
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several of whcm we quote below, that no recession 
of prices, especially in better. grades, can be hoped for 
by holding off in placing orders. 





From a maker of a medium high grade of 
men’s dress shoes: ‘*The merchant knows, 
or should know, that the larger portion of 
the material entering into the construction 
of a shoe is imported. Millions of men who 
were producers became destroyers and 
after four or five years of such destruction 
we look upon a wasted world where all is 
demand and no supply. Instead of in- 
creasing the production as _ conditions 
certainly demand, workmen are demanding 
shorter hours and increased pay. I cannot 
see anything indicating a lowering of prices 
for some time to come.”’ 


Another manufacturer says: ‘*The prin- 
cipal factor that regulates the price of shoes 
either upward or downward, is of course, 
the material. An analysis of the market 
conditions will, I think, disclose the fact 
that there has been no appreciable decline 
in prices of materials. The sole leather 
operators did not, during the past season 
hardly reach replacement value. These 
facts together with the knowledge of the 


eral advance in all findings seem indicative 
to me of a somewhat higher price for Fall, 
1920. There is a feeling, however, that 
we are all operating upon more of a plane of 





Opinions Among Manufacturers of Men’s Shoes 


increase in cotton piece goods and the gen-. 


stability than we did six months ago. This 
should mean much more confidence in 
the market on the part of retailers where 
purchases may be made with more as- 
surance of a steady market than for some 
time past.”’ 


From a maker of men’s fine dress shoes: 
**There will be slight advances in the leather 
market, labor market and cotton goods 
market which will cause shoe manu- 
facturers to advance prices of shoes. We do 
not believe that this advance will amount, 
on the whole, to as much as it did last year, 
probably from five cents to fifty cents a 
pair, depending on the grades of shoe and 
material used.”’ 


From a maker of extremely high grade 
men’s shoes: ‘*The possibility of a decline 
in price of men’s better grade shoes at this 
time is, in our opinion, a bugaboo, We 
advocate the purchase of usual require- 
ments of each dealer along sane _ lines 
believing that the profit resulting from 
sales through being able to supply your 
customers will more than offset any loss 
that might be taken through a possible 
decline, which, after all, none has any right 
to forecast without authority at this time.”’ 








Philadelphia Shoe Retailers’ 
Association 
Met January 28—Officers Elected—Will Hold 
Banquet February 18 


The Philadelphia Shoe Retailers’ Association, Inc., 
held a meeting on Wednesday, January 28, at the 
R. & L. Shoe Store, 1538 Market Street. This meet- 
ing was well announced by Dave Strumpf, president, 
who urged a big attendance. Mr. Harper told about 
the 1920 Boston Convention. Election of officers 
took place. 

Wednesday, February 18, has been selected for the 
banquet of the association, to which the ladies have 
been invited. This will be held at the Adelphia 
Hotel (gold room) and will be a gala affair. Every 
member of the association is strongly advised to be 
present. 


C. J. Mensch, president of the Pennsylvania Shoe 
Retailers’ Association, was in Philadelphia recently 
and called a special meeting to discuss the coming 
Pennsylvania Shoe Retailers’ Association Conven- 
tion at Harrisburg, March 8 and 9. Early reserva- 
tions for these dates are suggested, as this promises to 
be ‘‘some”’ convention. 


President Strumpf of the Philadelphia Shoe Re- 
tailers’ Association has been sending out some up-to- 
the-minute literature and deserves the co-operation of 
all the members in making the Philadelphia Shoe 
Retailers’ Association one of the leading associations 
affiliated with the State and National bodies. Th: 
slogan of the Philadelphia Association is, “Every 
member get a member.” Charles Cleres, one of the 
directors of the Philadelphia Association, remarks, 
“Tt’s just one convention after the other.” 
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New faces at thefitting stool mean a keen interest in the first principles of shoe selling. 
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Shoe Fitting 
in 1920 


**Recorder’’ School 


SERIES No. 2 
The better the fit the 
better the wear. Price 
and profit then become 
a pleasurable acknowledg- 


ment of service. 


Scarce a store in the 


country but numbers the addition of men whose knowledge of feet and footwear is limited to the “‘first hand”’ knacks 


of getting sales. 


If by a series of AUTHORITATIVE ARTICLES we can give more light on ‘‘the first duty of the 


retail shoe salesman—fitting human feet’’—then we will have started our 1920 educational program correctly. 
Study these types and apply the suggestions to your fitting-stool experience. 


The How and Why of Treating Troubled Feet as Solved by Experts Who 
Have Met With Every Form of Foot Trouble | 


No. 2—The Veins of the Foot 


OOR circulation of blood through the veins of 
the foot is often caused by improperly fitting 
shoes, and may be said to be the direct cause 

of cold feet. The following are some of the prominent 
faults in fitting which are likely to retard circulation, 
which in turn produces numbness and cold feet: 

Too narrow a shoe; too short a toe; too high a 
vamp; too narrow a shank; laced too tightly around 
instep and ankle and an improper last for the foot you 
are fitting; that is, a straight last on a crooked foot 
or a swing last on a straight foot. 

The mechanism of the foot is so complex that any 
undue interference with nature’s complete action of 
the entire foot will produce all kinds of discomfort 
and foot ills. 


Compression Retards Circulation 


Take a rubber tubing through which the gas passes 
to your reading lamp, and compress the tubing be- 
tween your thumb and finger, and see how quickly 
the light dims; you are shutting off the gas supply by 
crowding the walls of the tubing and thus contracting 
the spece within through which the gas should flow. 

Compressing the veins of the foot shuts off the free 
circulation of blood in the same way. You are press- 
ing together the walls of the veins and retarding the 
natural flow of blood in its course through the veins 
in the feet. 


The Aim of These Lessons 


A well-known retail shoe merchant writes us to the 
effect that while the subject of fitting is a most in- 
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teresting one, “‘it is more than possible thai articles 
which are too technical will discourage a shoe sales- 
man rather than encourage him, inasmuch as they 
may give him the idea that the fitting of shoes is a 
tremendously difficult task.’”’ We have tried to 
eliminate technicalities from this series, our aim 
being to merely state methods of meeting unusual 
difficulties. Some of these methods may not be 
adapted to all stores. No written direction can ever 
be laid down which will do eway with the necessity 
of the reader using his own brain with regard to how 
much of it he will take up and put into operation. 
It is, of course, impossible or at least unprofitable to 
use the same care and ultra-refinement in fitting a 
pair of cheap bargain shoes that are thrown on a table 
for $3.39 as in fitting a pair of $18 boots for a good, 
steady customer. Fortunately the majority of feet 
are near enough normal that a reasonable range of 
lasts and widths will answer the purpose. It is the 
unusual cases which present the difficulties. 


Two Important Fitting Points 


When fitting, keep these two things in mind: 
The fit, when the customer is sitting, and the fit 
when standing with the weight of the body in the 
shoe. 

Sometimes when the customer is sitting, the shoe 
will feel easy, but when the weight of the body is in 
the shoe the foot broadens and takes up what ap- 
peared in a sitting position to be too much fullness; 
consequently, it’s important to keep this in mind. 
Make a point of passing final judgment of the fit when 
the weight of the body is in the shoe, and the customer 
has walked about a little. 

The too leng vamp is apt to be a source of trouble. 


‘The seam will press over the veins on the top of the 


foot. This irritates the nerves and compresses the 
walls of the veins. The short shoe cramps the toe 
and is often the cause of inflammation in the articu- 
lating points and also retards circulation. 

The too narrow shank pinches the nerves of the 
foot and at the same time forces the foot up against 
the vamp seam with evil results. 

Lacing too tightly over instep and around ankle 
cuts into the foot and is especially instrumental in 
shutting off the flow of blood in the veins running 
down the top of the foot. 


Perfect Freedom of Motion 


Fit so that the foot may have perfect freedom of 
motion in the shoe; it’s this freedom of motion that 
permits circulation. Be sure the sole is broad enough 
and that the last is right for the foot you are fitting. 
Fit snug from the ball back and comfortably snug 
from the ball front. 

If you are fitting a thin foot allow extra length, but 
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if the foot be fat, fit them wide enough and look out 
that the vamp seam does not cut into the top of the 
foot. It’s far safer to fit a shoe a little large than to 
fit it tight and trust to the shoe “stretching”, thus 
running the risk of the vamp seam cutting into the 
foot. 

See that the shoes are absolutely comfortable before 
the customer leaves your store. This will save you 
many refunds and exchanges. 


Suggestions for All Feet 


Here is a suggestion that is worthy of practice: Ts 
determine just the shape of foot you may be going to 
fit, take the top of the foot in your hand, near the ankle. 
hold it snug and draw your hand full length of the 
foot toward the toes. This will give you an excellent 
idea of the general contour of the foot and at the same 
time give an idea of the shape and width to seleci. 
Perfection in this cannot be attained at once, but it’s 
worthy of close study. 

For the customer who complains of cold feet and 
perhaps will find an 8B just a little close and the 8C 
a little large, suggest a horsehair innersole in the 8C, 
one of the best producers of warm feet. The horse- 
hair causes a mild friction ard stimulates circulation 
in the sole of the foot, providing the shoe is amply 
large and the veins are in no way crowded. 

The keynote of warm feet is free movement of the 
foot in the shoe under all conditions. Circulation will 
not be retarded or the blood capacity in the veins 
lessened if, when fitting, you see to it that the foot has 
freedom of motion. 





Death of Francis Batcheller 


A Former Shoe Manufacturer of Boston and 
North Brookfield 


Francis Batcheller, formerly president of the now 
defunct firm of E. & A. H. Batcheller of North Brook- 
field and Boston, died Sunday, January 25, at Florence, 
Italy, where he and his wife have resided for some 
time. 

Mr. Batcheller was born in Boston in 1859 and re- 
ceived his early education in the public schools. He 
later attended Yale College, but was obliged to leave 
college in his junior year at the death of his father, 
whom he succeeded as president of E. & A. H. Bat- 
cheller & Co. 

He was a member of the Algonquin Club, the 
Worcester and Tatnuck clubs of Worcester, and of 
European clubs. 

Mr. Batcheller is survived by his wife, who was 
Tryphosa Bates, a writer and singer of considerable 
prominence. He is also survived by two brothers, 
Alfred and Robert Batcheller of Washington, D. ©. 
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More Rapid Merchandising | 


Necessity of Continuous Clearance---Frequent Stock Turnover---The 
Big Need for 1920 Is Better Business Methods 


% ITH shoe prices at the present levels and the 
5 prediction of some manufacturers that still 


further advances may be expected, rapid 
merchandising becomes of absolute importance. 

The merchant with limited means, regardless of the 
si:e of his business, must necessarily keep stock mov- 
ing at a rapid rate in order to have the cash to meet 
bills coming due. 

It becomes imperative that the merchant keep in 
constant touch with each individual shoe in the whole 
stock and see to it that a few numbers are not sticking 
on the shelf, thus blocking the way of other numbers 
that would move rapidly if sufficient sizes were on the 
shelves. 

The plan adopted by a great number of live mer- 
chants in both big stores and little stores is to calcu- 
late the turnover strictly on a pair basis. This means 
considering the stock on the shelves in the same man- 
ner as the dollars in the bank are considered, knowing 
exactly how many pairs were sold during each week 
and each month and buying accordingly, and buying 
only enough pairs to keep the stock to a certain de- 
fined limit. 

Shoes Given a Month’s Trial 

A plan adopted by a prosperous store handling high- 
grade shoes is to keep a shoe in the regular stock not 
to exceed a month unless it is moving in good shape. 
When it ceases to be a rapid seller it goes to the base- 
ment and is sold at a dollar or in some instances two 
dollars above cost. 

The rule of the basement department is strictly 
cash, no refunds, no exchanges and no deliveries. 
The basement department of this store is light and 
airy; it is fitted with the same kind of furniture and 
fixtures and manned with just as good salespeople as 
the ground floor department. 

Very little stock is bought in a regular way for this 
department, but it does sell many shoes and makes 
possible a very rapid turnover of stock. It does much 
more than that. It keeps the stock clean and fresh 
and provides ample ready cash for the payment of 
bills as they reach the discount date. It is needless to 
say this concern always has something new and at- 
tractive to show and to sell. 


Keeping Stock Clean of Odds and Ends 


Merchants all over the country are waking up to 
the necessity of more rapid merchandising and keep- 
ing the stock clean of odds and ends, in order that the 


energy of the salesforce can be centralized on the mer- 
chandise customers are demanding. 


MORE MONEY FOR ADVERTISING 
Publicity in the Store and Out of the Store 


An old topic for convention discussion, and yet 
one that always presents many new angles, is that‘of 
advertising a retail shoe business. To many mer- 
chants, advertising means spending money for news- 
paper space, handbills, programs, letters, billboards, 
etc., and then guessing as to the results obtained. 

To arrive at just the exact percentage of gross sales 
that should be devoted to advertising, is a question 
that is occupying the minds of many merchants. 
Some stores feel themselves justified in spending as 
high as three to four per cent of the entire income, 
while other merchants wince at even spending one 
per cent. 

Even when the appropriation has been arrived at, 
the mediums to be employed in the expenditure 
present another problem that must have serious con- 
sideration. 

The Use of Good Publicity 


Most towns large enough to support an ex- 
clusive shoe store have newspapers of recognized worth 
and circulation, but to what extent the merchant 
should use newspaper space is problematical in many 
instances. 

Preparing copy for a newspaper and circular ad- 
vertising is another point that gives concern to many 
merchants who do not maintain a regular advertising 
department. 

Good copy that tells the story of the store in a con- 
cise, logical way is an important factor that many 
merchants are apt to overlook. 

Direct by mail advertising is another feature to 
which many merchants are giving important con- 
sideration. The amount of the appropriation which is 
spent in this way and the preparation of copy, as well 
as the selection of mediums, present very important 
questions. , 

Many merchants underrate the value of their show 
windows and the interior appearance and arrange- 
ment of their stores as advertising mediums. No bet- 
ter index of what is to be found inside of the store is 
obtainable than the appearance and contents of the 
show window. 

A merchant, who is very particular about his show 
windows and the interior appearance of his store, 
sums up the situation in this language: “Somebody 
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has said “The eyes are the window of the soul.’ Just as 
truly are the show windows the eyes of the store. 
Through the windows the passer-by forms his im- 
pression of the personality and character of the store 
management and the merchandise on the shelf.”’ 

Another important part of store advertising is store 
service. Publicity advertising will undoubtedly bring 
customers to the store, but store service must make 
the sale and retain or lose the good will of the customer. 

The president of the largest nationally known shoe 
store emphasizes the value of courtesy, store morale 
and service as being really and truly chargeable 
to the advertising account. 





Footwear Selection and Good Buying 


Advantage of Sizes and Widths on Good Selling 
Styles ; 


About a year and a half ago, by order of the War 
Industry Board, the addition of new lasts was pro- 
hibited and a curtailment of colors was ordered. 





A New 
Strap Pump 
by 


Hoffman & 
Herman 


Brooklyn, N. Y. 


Vamp 3% inch with 
bead ornament on 
strap 











At the time those orders were put into effect many 
retail merchants, as well as manufacturers, thought 
the doom of the novelty shoe business was sealed— 
that real style shoes would almost cease to exist. 

Instead of that, pattern makers got busy and 
brought forth the most beautiful, although the most 
elegantly plain, array of shoes the world had ever 
seen. Style grew rather than shrunk. With the re- 
moval of war-time restrictions, nothing radical was 
evolved to change that situation. 

Vamp lengths were lengthened somewhat, and the 
height of heels showed a somewhat wider variation, 
but the general trend was maintained. 

The extremely wide range of shades in leathers and 
fabrics, which had obtained before the war, and which 
represented nearly every shade of the rainbow, was 
cut down to a very few colors and shades. 
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The industry has prospered under this plan of 
restricted colors, and style has not suffered from the 
want of variety in this direction. 

Both men and women have taken kindly to the 
styles and colors that have been placed before them 
and from which they. could make footwear selection. 

Within the last six months women coming from 
overseas have brought into existence a seeming de- 
mand for footwear with extremely short vamp and 
high heel. 


The French Last Will Be Discussed 


No one topic of shoedom has been more intense) 
discussed during the past few weeks than the Frenci: 
last. Neither manufacturers nor retail merchants, 
generally speaking, have welcomed the advent of this 
particular shape and style of shoe, and yet in various 
sections there has been a more or less limited demand 
for this type of footwear. 

Several merchants of national prominence indicate 
that they have been buying shoes by the process of 
elimination—that is, instead of buying a few of every- 
thing that is laid before them, they have limited their 
selection to the fewest possible number of styles and 
then bought heavily on sizes and widths of the style 
selected. This plan has been most successfully 
carried out in their individual businesses. 





Buffalo’s Prices Fair 


Retail Shoe Merchants Exonerated from Profit- 
eering Charge 

Buffalo retailers who handle shoes, hosiery, etc., are 
not profiteering, according to the findings of an investi- 
gation recently conducted in this city. It was proved 
that the average increase in costs to the consumer over 
the wholesale prices approximated 33 per cent. Of 
this amount, the statistics compiled during the in- 
vestigation showed that 28 per cent is absorbed in 
overhead expenses, leaving about five per cent actual 
profit to the merchant. 

“The keen competition which exists between shoe 
merchants of any community and especially Buffalo,” 
said a local shoe merchant, “makes it practically im- 
possible for any one dealer to attempt profiteering. 
The minute any merchant sets his price above a legiti- 
mate margin of profit, his competitors capitalize his 
mistake and grab his trade. Purchasers read shoe 
advertisements carefully and they are going where 
they can get the best for the least money. Any shoe 
merchant who for the sake of a few dollars’ prolit 
would place himself in the garb of a profiteer, when 
the eyes of all his competitors are upon him, is doomed 
to an early failure. Shoe merchants today figure on 
attracting customers to their stores by offering tlie 
best goods for the lowest prices.” 
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Survey of Calf and Side Leathers 


From the Standpoint of Women’s Shoe Manufacturers 


By A. N. BLAKE, President Watson Shoe Co. 


(Before the Convention of the National Boot and Shoe Manufacturers’ Association) 


for lower priced footwear, as transmitted by 

the retailer to wholesaler and manufacturer, 
it would seem that each and every maker of women’s 
shoes should, at this time, stop and consider how best 
to co-ordinate facts and conditions with the best chance 
for success and profit to himself, without lowering his 
established quality of workmanship or reduction in 
grade of his finished product. 

A very recent and extensive survey of stocks of calf 
and side leathers now in shoe manufacturers’ hands 
shows enough leather to complete all orders booked 
and very little, if any, surplus to apply against sales 
for the coming Fall season. 

Reviewing the facts of the past year, and antici- 
pating at least the major portion of 1920, it seems a 
safe assumption that the demand for and popularity 
of kid shoes for women (for reasons both of style and 
service) have more than held their own and show no 
signs of reaction. 


\ N 7 ITH the recognized demand of the consumer 


Firmer Tone Follows Sharp Decline in Raw 
Calfskins 


During the two months just passed, we have seen a 
sharp decline in raw calfskins, followed by a reaction 
that has been reflected in a firmer tone and steadier 
prices in finished leathers. This particularly applies 
to the so-called men’s weights, but owing perhaps to 
greater abundance of lighter-weight skins and the 
mid-season cessation in buying of women’s shoes 
made from calf leathers, this reaction has not as yet 
shown any great amount of strength in light weights 
used by women’s shoe manufacturers. 

With this in mind, and the increased import of calf- 
skins, it seems reasonable to expect that during the 
balance of 1920 we shall be able to draw on the tan- 
ner for a much larger proportion of light-weight calf 
than in the years just passed when he has been forced 
to depend almost exclusively on domestic skins to 
supply his customers. 


Women’s Low Shoes in Large Proportion for Fall 
Predicted 


It seems a safe prediction that during the Fall of 
1920 we shall see a very considerable proportion of 
women’s shoes manufactured and retailed in lace ox- 
fords and other low effects for reasons of both style 
and economy. Various reliable estimates vary from 
35 per cent to 60 per cent of low shoe consumption. 


During so-called boot seasons, kid shoes have al- 
ways predominated, but if, as seems almost a surety, 
we are to manufacture the estimated percentage of 
oxfords and low shoes for street wear, the demand will 
be greater for other leathers than kid. 

The decline of hides followed by a material advance 
is causing finished side leathers to show the identical 
movement of finished calf. Side leathers in calf 
finishes should show greatly increased use. This 
leather with the great improvement shown by im- 
proved manufacturing methods, should become more 
popular than ever, and the better grades should be 
used in many factories where heretofore it has been 
thought impossible to find a suitable substitute for 
calf. 

Kid-Finished Side Leathers Capable of 
Promotion 

The so-called kid-finished side leathers are capable 
of much further exploitation. They can and should 
be sold in many types of shoes where formerly it was 
thought only kid could be used. 

At present, no one cares to predict any great or in- 
creased sale of patent side leather. During the Fall 
of 1919, we saw the use of an unusual amount of 
patent leather due to the anticipated popularity of 
combination shoes, but from present indications, the 
steady and regular business which has always existed 
on patent leather shoes for domestic consumption is 
all that should be anticipated. 

The so-called “Snuffed’’ sides made from buff 
hides, from their lower prices alone should help the 
manufacturer of lower grade shoes solve his problem. 
When we compare the price and service of such leather 
with lower grade cabrettas, it should be an easy task 
for our salesmen and also the retailer to convince their 
customers of the benefits derived from the purchase of 
footwear made from it. 


Spreading Sales Over Greater Variety of 
Material 

With the comparative difference in prices existing 
between calf and side leathers and kid so very far 
from normal, with the insistent and growing demand 
from consumer and retailer for lower priced GOOD 
shoes, is it not the correct and logical thing for this 
coming season at least, to make a strong and de- 
termined effort to spread our sales over a greater 
variety of material? 

Even with peak prices on calf and side leathers be- 
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hind us and a steady market, manufacturers of 
women’s shoes must advance prices for Fall over 
Spring of 1920, but advances from these stocks will be 
nominal in comparison to the extreme prices which 
most must secure for their kid shoes, in either high or 


low effects. 


Stabilization of Market and Equalization of 
Kid Prices 


In conclusion, it would, I think, be in order to as- 
sume that in women’s footwear, owing to style changes, 
a prediction of low shoe predominance, and the very 
apparent difference both in price, quantity and cutting 
qualities of calf and side leathers as compared to 
finished kid and cabrettas, the wisest course to pursue 
is to stimulate as far as possible the sale of such leathers 
in our shoes, hoping in this way to stabilize the mar- 
ket, and equalize the price of kid and goatskins, with- 
out dangerously affecting their popularity. We 
might, in this way, do our part in attempting to satisfy 
the public mind that while we cannot materially re- 
duce the extreme prices that must exist for footwear, 
at least we are trying to do our part; that we will in 
the same way help the retailer whose problems for 
1920 must and will be harder to solve than ever before, 
and also by taking advantage of cheaper and more 
plentiful materials be able to keep up the total output 
of the production of pairs of women’s shoes that 
otherwise threatens to suffer a very considerable 


reduction. | 





New Incorporation 


E. E. Bragg & Co., Inc., Durham, N.C., Capital 
$100,000 


E. E. Bragg & Co., Inc., retail shoe merchants of 
Durham, N. C., have incorporated for $100,000. 
The business is to be enlarged and made into one of 
the biggest retail shoe stores in this section. 

E. E. Bragg has purchased the interest of his 
brother, W. T. Bragg, and formed a stock company 
with J. E. and J. M. Carpenter of this city. The new 
name of the new company is E. E. Bragg & Co., Inc. 
The business will be managed by E. E. Bragg, as 
formerly. With the increased capital, a more com- 
plete stock of men’s, women’s and children’s shoes 
will be carried. 

This business was started in 1912 by Mr. Bragg 
and in the building now occupied by the “Gift Shop.” 
At that time the firm was composed by E. E., W. T. 
Bragg and T. E. Davis. Later, the store was re- 
moved to the corner in which the Victor Allen store 
was located, and it was there that the interest of Mr. 
Davis was purchased.. Later, they moved to the 
present location of the company on the corner of Main 
and Mangum Streets, and the week of January 11, 


Jan. 31, 1920 


E. E. Bragg purchased the interest of his brother and 
formed the new company, as above stated. When Mr. 
Bragg started his stock was very small, consisting of 
less than $1,000 worth of shoes, but he has increased 
his business until it has reached its present magnifi- 
cence, which testifies to his.ability as a shoe merchant 
and as a man who stands well in his community. Mr. 
Bragg’s effort has always been to treat his patrons 
absolutely fair and square and make his customers his 
best adveriisements. ; 





A Business Change 


R. F. Foster & Son Now Name of Danbury, 
Conn., Firm 


As a Christmas gift to his son, R. F. Foster gave a 
one-third partnership to Arthur H. Foster, who has 
been with him for the past five years, as shoe clerk. 

The name of the concern is now R. F. Foster & 
Son, and is located at 246 Main Street. The business 
has been conducted under the new firm name since 
January 1. 

The announcement of the copartnership was made 
at a Christmas eve gathering of the men and women 
who had been employed in the store during the 
Christmas holidays, and a few other friends. Mr. 
Foster reviewed the history of the present business 
from its start 31 years ago in October, 1888. The 
founder of the firm of Foster was Timothy, the father 
of R. F. Foster, who made his start in a store across 
the street from the present location. under the name 
of Ayres & Foster. 

In 1892 the firm purchased the block at 244-246 
Main Street. At that time, R.. F. Foster was em- 
ployed asaclerk. Two years later, the interest of Mr. 
Ayres was purchased and R. F. Foster was taken into 
the firm. When his father died, R. F. Foster took 
over the business which he has since conducted. 





Patent Leather Bathing Suits 
A Complete Costume—But It Wasn’t Wet 


Peabody tanners hear this: Miss Rena Dorety, clad 
in a bathing suit of patent leather, won first prize in 
the bathing suit parade at Venito, Cal., the other day. 
That is encouraging. It shows there is nothing like 
leather, even for bathing suits. 

However, none of the tanners are particularly eager 
to make up a line of patent leather especially for the 
bathing suit trade. It seems that Miss Dorety wore 
her patent leather bathing suit, but didn’t go near the 
water. Also, she wore a patent leather hat, patent 
leather gloves, and patent leather shoes. She made 
them all herself, out of three and one-half yards of 
patent leather. 
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Factors Affecting Our Financial Situation 


By Francis H. Sisson, Vice-President of Guaranty Trust Company 


(Delivered at the Convention of the National Boot and Shoe Manufacturers’ Association) 


OTH the financial and credit condition of the 
United States and the railroad problem are 
extremely vital to the business of the country. 

And the developments of 1920 will be contingent to a 
large extent upon the financial condition and the rail- 
road situation in this country. They will be among 
the most important factors in determining the col- 
lective success of our business men. If they become 
critical the general business condition also will 
eventually, but inevitably, become critical. There- 
fore, it is in high degree the concern of our business 
interests not only to study the financial and trans- 
portation problems intelligently, but also to take an 
active part in their solution. 


Effective Conservation of Our Credit Resources 


“T believe that it is more or less generally under- 
stood now—for the first time, perhaps—that the rail- 
road situation is critical, but I doubt if our financial 
and credit position is so clearly appreciated. With 
continuing high prices and the consequent need for 
more capital with which to transact business of every 
character, it is not surprising that business men should 
now ask if there is going to be money enough in 1920 
to finance a huge trade at prevailing prices. How 
many of them, however, realize that we are very near 
the limit of our credit resources and that there must 
be quick and effective conservation of those resources? 
But that is the situation today, a situation which 
must be remedied at once. And the business men of 
this country must help remedy it, for their own pro- 
tection, for their own profit. 


Either Conservation of Credit or More Expansion 


“There is an unprecedented demand for money; 
there is only a limited supply. That supply must be 
used wisely to create new wealth, by promoting pro- 
ductivity; it cannot safely be dissipated, or even 
partly wasted, in speculative, unproductive or eco- 
nomical ventures. The business men of the country 
must bear that in mind in seeking credit, and they 
must henceforth expect the bankers of the country to 
apply that standard in granting credits. It will be 
eminently to the ultimate gain of the business in- 
terests generally to co-operate fully with the bankers in 
maintaining that standard. But unless they do so, 
they must be prepared to face greater credit expan- 
sion, still higher prices, and, eventually, a crisis which 
may precipitate a reaction, with its attendant evils. 

“T do not mean to imply that 1920 is likely to be a 


poor business year. It should be one of the best—if 
we make it so by the wise conduct of our business 
affairs. But I do wish to emphasize the imperative 
need for the conservation of our credit resources, for 
the increased production of essentials, for economy, 
and for thrift. There is no need for legitimate, 
essential business to retrench. On the contrary, 
there is every reason why it should expand to the ex- 
tent of meeting economic demands. But it cannot do 
this if unessential enterprises or activities are per- 
mitted to drain the reservoir of credit and capital. 


The High Cost of Living Problem 


“Years will pass before world production can again 
become normal. There is seemingly little prospect of 
materially reduced prices, at least for the immediate 
future. And surely we cannot reasonably expect 
commodity prices to decrease in this country while 
there exists here an epidemic of strikes which lowers 
our production not only in those industries but in 
practically all industries. 

“We cannot hope to reduce the cost of living when 
the individual output of the American workman has 
declined, on an average, from 15 to 50 per cent in the 
last two years, although he has obtained—if not 
wholly earned—unprecedented increases in wages. 

“‘We cannot hope to ameliorate the tax burden very 
materially, and thereby lessen its power in raising 
costs all around, if Congress appropriates practically 
$5,000,000,000 for conducting the peace-time ac- 
tivities of the Government during the coming fiscal 
year—which is five times as large as the sum required 
to transact Government affairs in the year immedi- 
ately preceding. the World War. 

“T am a firm believer in a practical budget system 
for the Government, which should be adopted without 
further delay. 

“Europe, during the first ten months of 1919, has 
taken, above all, goods ready for consumption, either 
foodstuffs or manufactures. Stocks were so low that 
replenishment of those had to come before all else. 


Productivity Must Be Affected 


“From both Europe and our own enterprises we 
may expect strong demands for capital goods, to re- 
place those destroyed or worn out, and until those de- 
mands are taken care of, productivity must be affected. 
There is a vast amount of deferred maintenance, that 
must be taken care of, of which our railways and still 















































PALO EOLA CNL gt eit 




































56 BOOT AND SHOE RECORDER 





more those of Europe afford the most striking and 
obvious examples. The huge foreign trade of the 
world needs more ships. Building operations have 
lagged far below normal during the war, and sooner or 
later this deficit must be made up. A vast number of 
commercial motor vehicles, including agricultural 
tractors, are going to be added to the world’s supply. 
Interest rates and, above all, the declining bond mar- 
ket, reflect the situation in the capital market, the 
growing demand for investment capital and the short- 
age of the supply. 

“The cost of money exercises an important in- 
fluence upon prices, and money costs, like commodity 
costs, are determined by the simple law of supply and 
demand. Interest rates are not fixed arbitrarily by 
bankers, but are based upon the value which the pub- 
lic fixes upon money and upon the price at which 
security issues will be absorbed. 


High Peak of Prices Has Not Been Reached 


“The high peak of prices, therefore, it would seem 
reasonable to assume, has not yet been reached, 
though it is by no means without the range of possi- 
bilities that, thanks to more sensible spending, prices 
of luxuries may topple while those of some of the more 
necessary articles continue high. This may prove the 
first step to an adjustment of production that will 
bring about increased output of the necessities of life, 
the only way the high cost of living problem can be 


solved. 
The Railroad Situation 


‘Another important factor bearing on the price and 
credit situation is that of inadequate distribution. 
Our railroads should be taken out of the field of politics 
into that of sound economics. They present a busi- 
ness problem to a business people, which should be 
accorded a solution conceived and worked out in the 
same spirit as our banking system. 

“No factor enters into this opportunity of greater 
importance than inland transportation. The rail- 
roads of this country must be able to furnish the trans- 
portation which will assure the production and move- 
ment of American goods, if we are to be factors in the 
world’s trade. Such efficiency will demand many 
millions of dollars of new capital, scientific regulation 
and operation, and the elimination of the waste and 
the friction which have been forced upon the railroads 
by governmental interference. 

“Unless the United States safeguards its position by 
such sound business practices, Europe, liberated from 
war and quickened by its necessities, eventually will 
again command international commerce. Every far- 
mer, every manufacturer, every laborer, every busi- 
ness man in the country is vitally concerned in 
efficient transportation as the first necessity of 
commerce. 
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Most Vital of All Factors 


“But if no other factor were considered by the public, 
the relationship of the railroad problem to the cost of 
living should arouse the keenest general interest and 
force an expeditious, satisfactory solution of the 
problem. 

“There need be no fear of materially increasing the 
cost of living by allowing railroad capital a living 
wage, for increases in freight rates have but a slight 
effect on the general cost of living, as compared with 
other factors. 

“This is demonstrated, to cite only one specific 
example, by the fact that the item of transportation, 
computed from the shipping of a steer on a ranch to the 
selling of a pair of shoes in a retail store, enters into the 
cost of shoes only to the extent of twenty-five cents a pair. 
So, railway rates cannot be held responsible for the 
increase in the selling price of shoes which formerly 
retailed at $5 and now cost $12. 

“The cost of living began its sharpest increase late 
in 1915. Taking September, 1915, as parity for the 
wholesale price of all commodities, it is found that in 
July, 1917, it had reached 187. No material increase 
in the average freight rate of all commodities took 
place until August of 1917. Thus the advance from 


. parity to 187 in the wholesale price of all commodities 


had taken place with freight rates practically un- 
changed. Freight rates advanced in August, 1917, 
and from that time on the increase in commodity 
prices was very gradual, reaching only 197 in Feb- 
ruary, 1919, an increase of only 12 points over the 
price in July, 1917. This would indicate that the cost 
of living gained its greatest headway without any in- 
crease in rates, and that this headway was not main- 
tained at the same rate when freight charges became 
heavier. 

“To sum up, out of the average increase of $63 in 
the cost of a ton of freight in the five-year period of 
1914 to 1919 only 80 cents has been caused by in- 
creased freight charges. 


Transportation Scarcely Affects Commodity 
Prices 


“These statistics unquestionably prove the negli- 
gible influence which transportation costs exert on 
commodity prices, and they certainly sustain the con- 
tention that a fair increase in freight rates would not 
materially increase the cost of living, but they would 
aid in putting a basic economic factor on its feet to 
facilitate production and distribution. 

“Tf, on the other hand, adequate rates are not 
granted and the railroads are brought to the verge of 
bankruptcy, with the impaired service which such a 
plight would necessarily entail, the cost of living would 
inevitably mount still higher, because increased pro- 
duction—the only way prevailing prices can be re- 
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duced—would be impossible, due to decreased distri- 
bution facilities. 


Public Utilities Must Be Treated Fairly 


“Another menacing factor in the situation is the 
condition in which we find our municipal utilities, 
which have literally been ground between the mill- 
stones. They have had to contend with 
wages and prices of materials increasing 
by leaps and bounds on the one hand, 
and on the other with a more or less 
stationary return for services rendered. 


Railroad and Public Utility Prob- 
lems—Intimate Problems 


“The railroad and public utility prob- 
lems are the immediate and intimate 
problem of all of us as citizens, tax- 
payers, consumers, and producers. If we 
are not able to solve these fundamental 
economic problems fairly and sanely in 
the public interest, through our duly ac- 
credited public representatives, we shall 
have loosened the very cornerstone of 
our whole economic structure and must 
be prepared to see it tumble about us, 
carrying disaster to special interest and 
general interest alike. Democracy faces 
the test. Can it function efficiently in 
such a crisis, or must it learn the lesson 
through years of experiment and disas- 
ter? That is the paramount question of the 
hour. 

‘All of these various economic and political factors 
affect the financial and credit situation, and will have 
a marked bearing on its future trend. If we can fore- 
see their solution then we can with greater infiniteness 
outline our business future. And the solution of these 
problems lies in our hands, the citizens of the great 
Republic now on trial.” 





New Store Front 


Recently Installed by Wilson Shoe Store, Musca- 
tine, Iowa 


_ The Wilson Shoe Store, Muscatine, Iowa, has 
recently installed a new front. The proprietors of 
this store, T. P. and R. C. Wilson, are firm believers 
in window advertising. The fixtures of the window 
are in old ivory, decorated with light blue. The 
shelves are of plate glass; the background is in golden 
oak finish which makes the shoes stand out promi- 
nently by contrast. This store is one-half a block 
long, with a high ceiling and plenty of natural light. 
Forty new opera chairs have recently been installed. 
Lighting is arranged by the indirect system, making 
the store as bright as day in fitting shoes at night. 
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The Wilson Shoe Store was founded in 1854 by 
Messrs. Stewart and Porter, and has been conducted 
continuously as a shoe store ever since that time. 
During the Civil War this store supplied the United 
States Service with six men. During the late World 
War, two of its fellow workers fought in France under 
the colors. 


Wilson Shoe Store, Muscatine, Ia. 


A Service Record 


A record in this store which is hard to believe is 
that of a shoemaker who has been employed in this 
store for 38 years, only losing one and one-half days 
in that entire time. The proprietors of this store 
justly feel proud of their employe’s record for steady 
work and faithfulness. 





Styles for 1920 


Russia Brogue Oxfords, French Ankle Ties and 
Others 


Brogue oxfords of Russia calf leather are among 
the Spring novelties in Lynn sample lines. They have 
a reduced wing tip. The perforations are made with a 
plate. The plate makers are behind on deliveries, 
some as much as 60 days. 

An order was accepted last week for 40 cases of 
French pattern ankle ties of black kid and black 
suede leather. The toes are not of the French style, 
by the way, but the patterns present the French open 
throat and ribbon lace effects. 





This is good rubber weather. The retail shoe mer- 
chants of the country are well satisfied with sales, 
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Shoe Repair Shop on Wheels 


United:'Shoe Machinery Corporation Makes 500 Mile Road Test for 
Speed and Durability 


with a supply truck following, caused unusual 
interest to former service men and people in 

cities and towns between Beverly, Mass., and. Wash- 
ington, D. C. If the members of the outfit were so 
inclined, they could tap and repair shoes for nearly all 
the residents of the countryside as they pushed along. 
The novel caravan went from the factories of the 
United Shoe Machinery Corporation at’ Beverly to 
Washington. The purpose of the trip was to show 
how such an outfit can easily be moved from one 
point to another. Upon arrival in Washington, it was 


\ FULLY equipped shoe repair shop on wheels, 





The Army Shoe Repair Caravan en Route from Beverly to 
Washington 


inspected by officers of the general staff of the United 
States Army. 


Machinery and Supply Trucks Comprise Equip- 
ment 


The first truck carries all the necessary machinery 
to remake and rebuild shoes. This machinery is 
driven by a separate motor connected with the driving 
shaft of the Goodyear stitcher, the nailer, the scouring 
and finishing wheels. This also furnishes electric 
light through a dynamo so the apparatus may be used 
at night. 

The supply truck, which in itself looks like a jail on 
wheels, carries all the supplies which go into repairing 
soldiers’ shoes such as sole leather, heel lifts, hob nails, 
tacks, welting and all other necessary findings, as well 
as extra machine parts for both the trucks, as well as 
the repairing machinery. 

This equipment will be found very useful at points 
where troops may be quartered away from supply 
bases and permanent camps, for no man’s shoes need 
repairing as often as a soldier’s, and a soldier’s feet 
must be kept in good condition. 


A Familiar Saw—‘‘An Army Is as Good as Its 
Feet”’ 

Various sayings about shoes and soldiers have been 
attributed to Napoleon, Wellington and other great 
commanders. The most familiar are “An Army is as 
good as its feet’; ‘‘A half-shod Army is an Army half 
defeated’; “Of chief importance in equipment of a 
soldier is first a good serviceable pair of shoes; second, 
another good pair of shoes, and third, a pair of half 
soles.” 

The supply truck can also be used to despatch re- 
paired shoes to various points along the lines where a 
brigade is located and to go back and forth from Army 
bases in order that supplies for shoe repairing will be 
on hand at all times. Sleeping quarters for six men 
are available here. 


Approximately 800 Pairs of Shoes Daily 
Tapped 

Army officials estimate that approximately 800 
pairs of shoes per day can be tapped when the mobile 
outfit is running with a day and night crew of six men. 

A complete set of tools to pull either car out of snow 
drifts or mud, consisting of a ground anchor, winches, 
ropes, chains, picks and shovels, is carried in outside 
compartments. 

The drive from Beverly to Washington was made 
to ascertain what speed could be made and how the 
two trucks and the repair outfit would stand up under 
a 500-mile road test. 


Officers and Men in Charge of Trucks and 
Crew . 

First Lieut. Philip P. Maloney of the Quarter- 
master’s Department of Washington was in charge of 
the trucks and crew. James A. Parsons of the United 
Shoe Machinery Corporation accompanied them on 
the test trip. The United States Army men making 
up the crew of six men were as follows: Sergeants 
L. B. Schneider (senior grade), F. C. Heap and Rich- 
ard L. Bailey, Privates Parent, Kolkau and Shiflett. 

The trucks are now at Camp Meigs, Washington, 
D. C. 





“Make Americanization mean PRODUCTION— 
more PRODUCTION—through hard work intelli- 
gently directed toward a definite goal—and that goal 
should be to lower the cost of living through greater 
production and elimination of strikes and disturbances 
of all kinds.” —William H. Rankin. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 


Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
Children’s Shoes. 


DITTMAN SHOE CoO. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
ie Twins,”’ Distributors of Mudge Old 
dies’ Shoes. 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
ee, Super-Tred and Billiken 
oes. 


PEDIGO-WEBER SHOE CO. 
High Style Novelties for Women. 


PETERS SHOE Co. 
“‘We make more fine shoes and ship 
them quicker than any other house in 
the West.”’ 


ROBERTS, JOHNSON & RAND SHOE CO. 
Patriot, Society and ‘‘Tess and Ted”’ 


Shoes. 


“pee gues co. — 
oung omen’s, Girls’, Boys’ 
Infants’ Specialty SSS oy ? one 


FOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD FOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 
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HUMPTY 
DUMPTY 
SHOES 


EVERY CHILD 


T is now just twenty-one years since ‘‘Star Brand”’ 
Shoes were offered to the trade. 


The sterling quality of these shoes and the business meth- 
ods used in marketing them instantly appealed to the 
public and during these years a large and steadily increas- 
ing number of pleased and satisfied dealers have inspired 
us to make ‘“‘Star Brand”’ Shoes better. 





‘‘Star Brand” Shoes contain no substitutes for leather. 
No fibre, fibre-board or paper is used in any part of 
these shoes. Thus, both dealer and consumer are as- 
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Worlds Shoe Market 


mikWomen’s 
Idiih’s Immedi- 
liv y Footwear 
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STAMPED ON THE SOLE OF EVERY 
GENUINE Billiken, SHOE. 
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EF L.Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 














my 

















TAY ed * 7. 27 











sured of shoes solidly made of the only material which 
experience has proven to be of genuine lasting value 
in shoes. 


‘Star Brand” Shoes are made for each member of the 
family and in many designs and styles, including fine 
dress shoes as well as less expensive work shoes. 


The dealer is thus afforded an opportunity to install a 
well balanced line of shoes of unequalled quality and style. 








ROLERTS, JOHNSON uy RAND 


MANUFACTURERS Branch of International Shoe Co. ST.LOUIS 
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ST LOUIS 


THE WORLD'S SHOE MARKET 





Our New St. Louis Factory 


Manufacturing Exclusively 


INFANTS’ FLEXIBLE SHOES 








Under Our Brand of 


“HUMPTY DUMPTY” 


Is Ready With An Initial Output of 1500 pairs daily, 
which will gradually be increased to 5,000 pairs daily. 


For the time being the output of our new factory will be 
placed through the large city retailers and jobbing dis- 
tributors. 

However, we are now in much better position to take care 
of our regular trade than ever before. 


When in St. Louis it will be to our mutual benefit for you | 
to call and see the real line of shoes for every child 








Humpty Dumpty Shoes 
SAMIVYELS SHOE COMPANY 


ST, LOvIS,, 
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THE LATEST WORD 
IN FASHIONABLE 
FOOTWEAR 
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No. 1401 IS SURE TO MEET WITH A WONDERFUL 
SALE. BEAUTIFUL DORIS PATTERN MADE OF TOP 
GRADE BLACK OOZE CALF, BROOKLYN TURN. FULL 
BREASTED 18-8 LOUIS COVERED HEEL, PLATE, FINE 
SILK RIBBON TIE. 

PRICE $10.50 
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No.1400 SAME SHOE IN BROWN OOZE CALF $10.50 

No.1402 FINE BLACK SATIN 9.00 
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OTEL 
IMPERIAL 


Broadway at 32nd Street 
NEW YORK 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 























and 
in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 


rants, and Moderate in Charges 
I Midway Between Both Railroad 











Terminals 
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All Popular Colors and Lengths, Flat and Round— 
Mercerized and Silk Fabric Tipped and Metal Tipped, 
Fine Silk Ribbon Paired and in Rolls. 


: H Fancy Spats — Shoe Polishes — Colonial Buckles 
Write or Wire for H Write for Our New Catalog 


Billiken Booklet or Salesman H LINCOLN STORE SUPPLIES CO. 
: 1508 Washington Ave. - - St. Louis, Mo. 


MSElroy- Slo an Sh oe Comp any THE HOUSE OF SERVICE TO YOU 


ST.LOUIS 















































Trade-marks in Foreign 
Countries 


the Im 
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Spring Stock Style Catalogue of 
“Keith’s Konqueror” Shoes for Men 
will be ready to Mail February 15th 


Every dealer keen for snappy styles 
at right prices will want a copy. 


Be sure of getting yours by 
sending request for same today. 


THE 
Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 





























ee ee eee ee et ene MTT tite) TT Te tt 


RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right. 


IGHT-WEIGHT, comfortable and as water repellent as 
leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open. 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their confidence 
isearned by the actual service the boots render in the ‘‘going. 


Catalog and merchants’ price lists yours for the asking. 


W.C.RUSSELL MOCCASIN CO. 


BERLIN $8 $3 38 WISCONSIN 
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Your Trade Will Apprec 


The correct c re = Nie rt > 
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| BROWN’S QUALITY CALFSKINS 


“Sunpru” Numbers that Lead i ee aes 


Koko 4, Otter 12, Brown and Black Ooze and Rich Tan II, 
With No. 15, Plain or Boarded, for ie Export Trade 


| Ask for Shoes Made from Brown’s Calfskins 


, C. D. BROWN & CO., Inc. 


_EXECUTIVE OFFICE AND FACTORY 
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shows on 
Ratha hal “BRIS. 


e a e have the 
pleasure of showing the line 
in your store? 


SMITH-BRISCOE SHOE CO. Inc. |. 


Makers of Good Shoes for Men? || 
LYNCHBURG, - ~- - VIRGINIA 5 
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Articles in this Issue Worth Noting 


Large Total of Findings Business 


Fine Shines for Fine Shoes 


Canadian Finders Organize 





Color and Design in the Window Display 


Repair Advertising 











News and Notes of the Findings, Equip- 
ment and Repair Fields 
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No. 1057 
THE FIRESIDE 


m SN 
iy 
HEN your customer sinks into 
one of our luxurious, properly- 
designed shoe chairs a feeling of comfort 
—and content—and confidence results. 


In this frame of mind how much easier it 
is to make a satisfactory sale—to impress 
upon that customer your understanding of 
the importance of his purchase. 


























The Store of 
F. E. FOSTER & CO. 
115 N. Wabash Ave. 
CHICAGO 


American Seating Company’s chairs and 
fitting stools are carefully and correctly 
designed and made beautifully as well. 
Their installation stamps your store as a 
modern progressive one. 




















Write us for complete catalog and full details. 


AMERICAN SEATING (,OMPANY 


General Offices 1016 Lytton Bldg. CHICAGO 
New York Office, 119 W. 40th St., Room 601 


TT —————————————— 
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Our salesmen will be able to show 
you a very good assortment of desir- 
able staple lines—all of which have 
been contracted for many months 
ago at prices much lower than the 
prevailing market rates. 


The alert buyer will supply his 
needs with 


ee Onyx" & 00): 5} Hosiery 


it. Office 


at these attractive aia and while 
the picking is good. 





Emery @ Beers Companylne, 


Sole Owners of “Onyx”? Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


210 Pearl Street, Mutual Life Building 
Buffalo, N.Y. 
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A clerk fitted and the shoes, of the customer. Suppose the clerk had byyxtaztTTy| 
12 shoes. The cus made a special study of laces, and from his knowledge 
tomer came back next day, not quite as mad as @ should have talked to the cus i 
wet hen, but mad. t some decent laces,” he “Qur Special Lace to you. It is 
said. as | don’t like these trings. They will i 7 You won't lose 
eak. Besides, they don’t look good enough for @ rai : a lace, for these 
pair of $12 shoes.” tied. the lace 

the i - there. hold the shoe 
waist, and thereby support your arch. 
At the same time, it will hold your foot back from 
sliding into the fo 
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Finds and Quips for 1920 


Take Care of the Details and the Store Will Take Care of Itself 


Thrift, enterprise and industry he preached in 
his day, and the Government preaches it 
again for him these days. 


Getting better values from footwear is thrift for 
today. So, gentlemen of the shoe stores, more atten- 
tion to the repair department, also to dressings for 
shoes, to findings for shoes, and to arches, soap and 
powders and rubber heels, and other comforts of the 
feet. 


Br FRANKLIN gives us the cue for 1920. 





Our shoe repairing business ran up to 
$300,000,000 in 1919. So say good authori- 
ties. Make it $500,000,000 this year. 








Our findings business ran up to $100,000,- 
000 in 1919. Sosay good authorities. Make 
it $200,000,000 this year. 











That’s a total of $700,000,000. ‘‘Make it a billion” 
shouts an enthusiast. No! No! Let’s keep our feet 
on the ground. Sure growth and no mushroom stuff 
for us. Strong gains are best. 

Consider our holidays and how well they fit into 
the window dressing and publicity program for this 
year? There’s Franklin Day, for a_ beginning; 
Lincoln Day, Valentine Day, Washington’s Birthday, 
Flag Day, and so on throughout the list as may be 
seen in the Old Farmers’ Almanac. Never was there 
a year of such excellent opportunities for feature 
window dressing. And windows attract sales as 
honey attracts bees. 

“A shine in time saves shoes.” Franklin would 
have said it, were he a shoe merchant today. Let the 
findings clerk say it for him. Better shoes are selling 


+ 
these times, everybody knows, and they need better 
care. So let’s have a big drive on dressings and black- 
ings, of the better order. 

“Buy another lace.” That’s good Franklin-like 
thrift. Men buy extra collars. Why not extra laces? 
And let the laces be of the better sort. Often a shoe is 
no better than its laces, for a loose lace lets the shoe 
slip on the foot, and get out of shape. 

Franklin knitted stockings. Every schoolboy 
knows the story. Why not tell it in the window dis- 
play? Excellent publicity for hosiery would it be. 
Particularly for the heather hose that is worn with 
brogue oxfords, or for the knitted hose that men will 
wear with knickerbockers at the country club. 

Recollect that story of Franklin and the kite? He 
drew electricity from the clouds and opened the way 
for some of the common uses of wonderful electricity 
today. Try the idea. Test new equipment. There 
are a thousand and one improvements, ranging from 
the hammer with which packing cases are opened to 
the store front, and from the string with which 
bundles are tied to the cash register with which the 
coin is counted, all helpful in business building. 

Service is the secret of success in shoe merchandising, 
and equipment is the machinery of service. Let the 
1920 equipment be of the best. 

“All work and no play make Jack a dull boy.” 
So Franklin said. Bear in mind that Americans are 
lovers of out-of-door sports. Prepare early for the 
big Summer drive that is coming. Buckles for pumps, 
shoe cleaning outfits for the vacation trunk, specialty 
hosiery for the country club dance, extra laces, cleats 
for golf shoes, and a score and more articles make up a 
list of findings for the Summer season, the like of 
which shoe merchants never have seen before. 

Developing the findings department develops the 
store, and as the chances of developing the findings 
department were never better, the chances of develop- 
ing the store are never better. 
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Fine Shines for Fine Shoes 


The Store Service Explains the Practice and Profits on Blackings 


ments. Our store service will speak of finer 
shines for finer shoes. 

Here’s a bottle of dressing to retail at 50 cents. It 
pays a profit of 45 per cent. 

Consider well these points. Recollect those reck- 
less days of yore when the careless merchant gave 
away a box of blacking and failed to get his 45 per 
cent profit, and added the price of the blacking to the 
loss account. 

A dime is a common price for a box of blacking. 
Can 50 cents be had for a bottle of dressing? Well, 
fine stores are selling fine dressing for fine shoes at 
that price. 

Recollect a while ago we mentioned the possibility 
of the regular retail shoe stores getting something 
better than the blacking that the nickel and dime 
stores sold for a dime? Well, here it is. And there 
are plenty of other better grades of dressings, too. 

It’s up to regular shoe retail merchants to mer- 
chandise these better grades of dressings. Stores like 
—well, never mind the names, the list is a long one, 
and everybody knows their names—are already doing 


so. 


( : ENTLEMEN! Your attention for a few mo- 


Style in Shines 


What’s their sales argument? Why, style, of course. 
Did ever you realize there is such a thing as style in 
shines? Maybe not. It does look new. But there is. 
There’s the fine shine, the medium-grade shine and 
the low-price shine. The fine shine has the earmarks 
of aristocracy. It has an elegant polish, like a genuine 
gentleman. 

How does it get it? Why, it has the real stuff in it, 
like a genuine gentleman. Turn over in your mind 
these points, Mr. Clerk, and use them in sales talk to 
your customers. 

A high-grade dressing sinks into the leather, and 
feeds the fibers of the leather, and takes a soft and 
elegant gloss. Distinguish it from the hard, surface 


gloss that one gets from a blacking that is just daubed: 


on the surface of the leather and polished to a bright 
and brassy hard polish. That surface polish will come 
off in the wear. The polish that sinks in will stay. 

Now good shoes need good care, and people are buy- 
ing more good shoes than ever before, and so they 
need more good blackings than ever before. That's 
the chance of the findings department to build up its 
business on dressings; also, on brushes, trees, and 
shoe-shining kits for home use. 


$1 Sales of Dressings 


A $1 sale of shoe dressings is not unusual these 
days. A bottle of dressing for black shoes, at 50c, a 
bottle of dressing for tan shoes, at 25c, and a bottle of 
cleaner for white shoes, at 25c, make up the $1’s 
worth. 

Thrift it is for the customer to buy good dressings, 
just as it is thrift for the automobile owner to buy 
good gasolene, instead of kerosene. That’s the main 
point for the clerk to present to the customer. 

A good dressing preserves the leather, makes the 
leather wear longer, and makes them look better as 
long as they wear. Every clerk knows it. But how 
many impress it on their customers? Isn’t it worth 
while to do so, with dressings at 50c a bottle, especially 
if the clerk gets a commission on his total sales? 


Cleanliness Comes First 


However, the best dressings will not give good 
results, unless used right. A shoe should be thor- 
oughly cleaned before the dressing is applied. The 
dressing isn’t a cleaner. It is something to sink into 
the leather and feed it, and it cannot sink in if there 
is a coat of fine dust on the surface of the shoe. 

The findings clerk would find it worth while to go 
into a shoe factory and talk with the men who tree 
uppers and finish edges, for they could give him a lot 
of valuable tips on the best methods of shining shoes, 
and the clerk could use these tips in his sales argu- 
ments and in his advertising, too. 






















































































INDOW DISPLAYS indelibly impress the passerby with — 


the character of the footwear you sell. Your’merchan- 

dise will be judged —shall it be a vivid, artistic window 

picture? The Decorators Supply Company’s Window Fix- 

tures, Relief Decorations and Backgrounds afford you 
extensive advertising in your community and enable you to draw 
the profits to your store. - : 


Catalogue G is free, arid in addition to illustrating our 
fixtures, backgrounds and other decorations, shows 
many interesting ideas for the display of merchandise. 
Our factory is the largest of the kind in the world. 
You are cordially invited to visit it. 


The Decorators Supply Gompany 


Archer Avenue and Leo Street, CHICAGO, U. S. A. 


The fixtures shown are of the Adam period, perfect as to detail and finith 
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Western Canadian Leather and Findings 
Association Holds 


ern Canada recently assembled at Calgary, 

Alberta, and organized the Western Canadian 
Leather and Shoe Findings Association. The object 
of the organization is to bring conflicting interests to a 
better understanding, to discuss and study trade con- 
ditions and to encourage co-operation in eliminating 
wasteful methods of doing business. Practices which 
had a disrupting influence on the trade, and the solu- 
tion and handling of labor problems will also come 
within the efforts of the association. 

Delegates present at the conference represented 
practically all the firms handling leather and shoe 
findings from Winnipeg to Vancouver. After the 
formal organization of the association the following 
officers were elected for the ensuing twelve months: 

President, S. L. McCracken, of the Calgary Sad- 
dlery Company, Ltd., Calgary, Alta. 

First vice-president, R. B. Francis, of the B. C. 
Leather & Findings Co., Ltd., Vancouver, B. C. 

Second vice-president, C. M. Adams, of the Adams 
Bros. Harness Manufacturing Company, Ltd., Winni- 
peg, Man. 


f ie leather and findings companies of West- 


Treasurer, J. G. Hutchings, of the Great West 


Saddlery Company, Ltd., Calgary, Alta. 

Secretary, Walter Wait, Calgary, Alta. 

A letter of greetings sent out by the president of 
the association was received by each member. It 
carried a new note of co-operation for the coming year. 

Among the speakers were R. J. Hutchings of Cal- 
gary, C. M. Adams of Winnipeg and J. Storey of 
Vancouver. They discussed the future of the busi- 
ness and the benefits to be derived from getting to- 
gether and openly thrashing out their problems. 
This they claimed should be substituted for the sus- 
picion that comes when a business man keeps too 
much to himself and does not mingle with his com- 
petitors. 

An article prepared by R. J. Hutchings on credits 
was read by the secretary. It dealt with the danger 
of inexperienced persons in a small business extending 
credit. It not only has a harmful influence on the 
standing of the firm extending the credit, but weakens 
the moral standard and responsibility of the debtor. 

Fred W. Eastwood and R. B. Green of the Enter- 
tainment Committee arranged a social hour at the 
Board of Trade during luncheon, and in the evening 
the delegates attended the Grand Theater. Calgary 
treated the visitors to warm, balmy weather, with the 
temperature ranging between 30 and 40 degrees. 
The convention was considered a big success, and all 


First Convention 


members were buoyant over the future of the Western 
Canadian Leather and Shoe Findings Association. 





Salesmen and Demonstrators of Scholl 
Manufacturing Company Hold 
Twelfth Session 


Salesmen and demonstrators of the Scholl 
Manufacturing Company, covering Canada and 
all except the Eastern section of the United 
States, convened at the Morrison Hotel, Chicago, 
December 29 to January 3, for the Twelfth Annual 
Convention. 

Dr. W. A. Hill, educational director of the Scholl 
Manufacturing Company, conducted an advanced 
class in Practipedics, so that every mah attending the 
convention is now a full-fledged instructor and capa- 
ble of carrying on a complete educational course 
and issuing diplomas. 

Public lecture work as done by the company was 
discussed and it developed that this educational work 
is of the greatest importance. Dr. L. R. Thompson 
recommended that everyone connected with Foot 
Comfort Work read Military — No. 4 on 
Metal Arch Supports. 


New Study Film 


The importance of the Practipedic course and 
thorough training for shoe salespeople in foot struc- 
ture and fitting were studied, and the various methods 
used by salesmen and demonstrators both in this 
work and in selling various items were compared. A 
review of the new moving picture film took place. 
This film, just prepared by the Atlas Film Company, 
teaches the course of the American School of Practi- 
pedics in such a graphic manner that the student who 
does not absorb the knowledge is indeed stupid. 
Feet affected with every ailment are shown—weak 
foot, flat foot, metatarsalgia, bunions, corns, cal- 
louses, in fact, everything. Appliances are named, 
shown and fitted right before the eye, thus impressing 
them upon the memory. This film is to be used here- 
after in personal work by demonstrators and salesmen. 


Full-Page - Advertising 


The International Association of Practipedists, 
recently formed, will have a full-page advertisement 
in the February issue of Munsey’s, educating the 
public in Practipedic work and the importance of the 
Practipedic diploma to those seeking relief from foot 


troubles. 
(Continued on page 81) 
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WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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Good Display Like Good Design 


Not Only the Shoes but the Setting and Arrangement That Attracts 
the Passer-by 


say to yourself, How can they find the time 


N | OTE the crowd in front of that window. You 


to look? You take one glance and are also 
held. 

What is the reason? It is only a shoe window dis- 
play. You know that all of those standing there are 
not in the market for a pair. 

It must be something in the arrangement of this 
display, the setting and color that spread this charm 
over the passer-by and cause him to tarry when he 
may be already late—somewhere. 

There is a reason. The decorator of that window 
considered it first as a design. He did not depend on 
the attractiveness of the shoe or its price, but on the 
general arrangement which has its foundation in good 
composition. The movable ornamentation was care- 
fully placed, and the color scheme was such as to 
harmonize with the settings and stationary back- 
ground. 

What is required to make a picture or design is also 
necessary to a good display. The composition should 
be such as to center the eyes on the shoes, the object 
of the display. The shoes should be further set off 
by an arrangement that enhances their attractiveness, 
and which allows the eye to wander easily about the 
window without a feeling of confusion. 

The color scheme should harmonize with the fixed 
panels. If a painted background is used, ornamenta- 
tion in the forepart of the window should be of such 
a color as to lend a pleasing combination. It is often 
safe in choosing colors to have them yield to one pre- 
dominant tone, unless the decorator wishes to imitate 
the futurist, and then attention to harmony is not 
necessary. Carefully select the movable ornamenta- 
tion, pedestals, flowers, etc., so that all such accessories 
are in complete harmony with the general scheme in 
color and dignity. The result is a charm and atmos- 
phere which attract the passer-by and hold his 
attention. 


Same Laws Govern Good Design and Window 
Display 

There are laws governing the combination of colors 
and principles of composition. The good window 
trimmer will study these laws and learn what prin- 
ciples lie behind a good design. He will then be able 
to analyze his window decoration scheme more clearly. 
He is partly an artist who makes a subtle appeal to 
the public and draws people like a magnet into his 
store. 

How to Select the Coloring 


Be the live merchant in your town. Keep your 
show windows timely and up to date by using season- 
able color in your display. 

For the seasons of the year dictate the colors that 
should be used from time to time. The average per- 
son readily understands that colors used in the 
Spring should be light tints and blends, that Summer 
calls for deeper colors and hues, and in the Fall the 
deep red, orange and browns of Autumn are used. 

Does the average window man fully realize the 
importance of obtaining the right color scheme to be 
displayed with his seasonable merchandise? The in- 
consistency of using Spring coloring with Fall mer- 
chandise would be apparent to almost anyone. 

By planning ahead instead of waiting until the last 
minute: the ideas for window displays will come 
easier, there will be no going short of the correct 
material at the last minute. With plenty of time and 
thought, and little expense, your display windows will 
surely come up to their proper standard. 


Equipment 
It is necessary to have the right equipment, such as 
stands, pedestals, fixtures, etc. Glass shelving is 
required to build up the trimming, giving a graduated 
height. This will enable every pair of shoes to be 
plainly seen from the street. 
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ESSENTIALS 


For your present day needs in Shoe Dressings are 
the three items listed. They will in themselves 
take care of the greatest part of your demand. 


Like all Griffin products, they are “Leather 
Insurance” and they will give satisfaction. 


GRIFFIN 





. DRES SSING 
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RAPID BLACK DYE GRIFFIN ., “SUPREME QUALITY” GRIFFIN LOTION CREAM 
- ING DRESSING I hite, black, light tan, Havana Bone. 
For converting shop-worn Tan Shoes into SELF-POLISH nw 
or— k bro light and dark 
a Lasting Black. No od No Polsoncus For ladies’ and children’s shoes-—Softens } dling softens and A. ©. all kid betiens. 


Oil of Myrbane. and preserves the leather, Contains no injurious acids. It is to the 
Small Size, $15.75 . $1.40 doz; Large pe orange Thr ins casas ts @ Gb 


pow tag a bg 00 doz; Quart, $1.15 5 oz. Size only, $24. 00 gross, $2.15 doz. 
a —e ncconeege 3 o2. Size, $21.00 per gross, $1.80 per doz 


GRIFFIN MFG co, Inc. 


67-69 MURRAY ST. 
NEW YORK, U.S. A. 


GRIFFIN 
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Interior View of Up-to-date Store Repair Shop Where Shoes Are Remade by the Goodyear Welt Shoe Repairing System 


The Progress of the Shoe Repair Shop 


The old-fashioned cobbler who catered to the 
mending and remaking of a neighborhood’s shoes 
lingers in small places, but he is dying out; and the 
shoe-repairing shop with its modern methods and 
machinery and its system organized to meet multiply- 
ing demands has taken his place. 

The war and the high prices it produced multiplied 
the number of shoe-repairing establishments in 
America, for no prudent man can afford to buy high- 
priced shoes today until his shoe- repairer has told 
him his worn shoes are past further service. 

Today in America there are some 30,000 machine 
shoe-repairing shops in operation and some 45,000 
shops where hand-work repairing and partial machine 
work are done; and the shoe-repairing industry of this 
country represents an investment of $400,000,000. 


The Old-Fashioned Cobbler 





The old-fash- 
ioned cobbler is 
now scare and 
is found only in 
the more re- 


mote localities. 











Repair 6,000,000 Pairs a Year 


Sews on Soles in 15 Minutes and Puts on Heels 
in Five Minutes—That’s the New York 
Record 


New York leads the world in shoe repairing. 
That’s to be expected. New York is the 
greatest combination of size and speed that 
there is on the surface of the earth. It buys more than 
10,000,000 pairs of shoes annually. It wears them out 
at topnotch speed. And it gets them repaired at the 
same speed. 

New York is strong on thrift. Some people think 
that New Yorkers squander money as if it were water. 
But the facts are that New York mends its worn 
shoes, wears out its old clothes, and puts its money 
into the savings banks and Liberty Bonds. 


Serve Repair Stuff Hot and With Snappy 
Headlines 


Shoe repairing is like the newspapers. It is success- 
ful when it gives quick service, and plays up the lead- 
ing features so that it gets the attention, like this 
Broadway shop that has the plate-glass front. 

New York especially needs quick service, and fea- 
ture stuff in shoe repairing. It buys 10,000,000 pairs of 
shoes a year, and it has 6,000,000 pairs repaired 
annually. The New Yorker doesn’t have much space 
to waste with extra shoes. He lives in one pair as long 
as they hold tight, and then he has them repaired. Of 
course, he wants his repairing done swiftly. 
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SHOE SPECIALTIES 


filco 
Make the Findings Department 
, More Profitable 


SHOE RETAINERS 


stop that annoying slipping at the heel—wearing 
out of costly hosiery— complaints that pumps 
don’t fit. 
They Are Quickly and Easily Attached 
without the use of tools— without stitching. 
Practical and Profitable to You. 
Price $1.75 per dozen pair. 
Colors: black, white, tan and gray. 
Sold for 25 cents Everywhere. Ask your 
Jobber for them. The ‘‘Gilco”’ line is 


known as a money maker by alert shoe dealers 
everywhere. 


Write For Catalogue 


E. T. Gilbert Mfg. Co. 


228-36 South Ave. Rochester, N. Y. Sells the “GILCO” Line 





Are you making money on 
Shoe Ornaments ? 
To Fishson Shoe Buckle Catalog shows a 


variety of attractive designs in enamel, 
Sterling and Silverite. Put in this live line 
and make an added profit. Write for the 
catalog today. Our representative will call 
upon request. 


Jen, Fishel & Sons 


126 West 22nd Street, New York City 
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Advertising the Repair Department 
Make It Pay Dividends 


HE repair department in your store can do 
more than merely act as an accommodation for 
your customers. It can pay bigger dividends 

than the margin of profit allowed on each pair of 
shoes repaired. There is a use to which you can put 
it that will make it stand high as a business asset. 

Did you ever consider the repair department as a 
means of advertising your store? It is, and one of the 
best means of reminder advertising that you can 
utilize. You pay your good money for reminder 
advertising in various mediums. Your repair depart- 
ment will advertise you and pay for the advertising. 

Every customer that buys a pair of shoes is a pros- 
pect for a repair job. Draw that customer into the 
store for work of this kind, and an extra visit will 
impress your name, location and individuality on 
his mind. 


Repair Customers Buy Shoes 


If, however, he enters the store for the first time to 
have repair work done, you have a chance to become 
acquainted with him, show him about and inquire 
as to his shoe needs, also sell him a pair of shoestrings 
or a bottle of polish. 


Advertising in Repair Package 


Wrap the repaired shoes in a neat package and 
enclose therein advertising literature. This is a 
chance to tell him something about the care of shoes 
or announce a coming sale. The customer at home, 
as he admires the good job the repair department did 
for him, will be in a receptive mood to follow any sug- 
gestion you make in your advertising. 


Ideas for Repair Advertising 


There are many ways of advertising your repair 
department. It lends itself to unique and original 
ideas. When the advertising on regular lines will not 
pull, try the repair department. It is another appeal 
for the same object, to bring people into the store and 
sell merchandise. 

Your advertising should deal with the character of 
workmanship, on the economy of using the best 
leather and fiber soles. Promptness of service is a 
strong point. Your business is chiefly to sell new 
shoes, but if you show a customer how to make his 
old ones last, you have made a permanent customer. 
Your interest should be for the second, third and 
fourth sale rather than just the next. When such high 
prices are paid for footwear, suggestions as to saving 
the annual cost to a customer will be appreciated 
by him. Tell him these things in your advertising. 
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SALES AND DEMONSTRATORS OF SCHOLL 
MANUFACTURING COMPANY 
(Continued from page 75) 

The International Association of Practipedists, with 
headquarters at 1538 Unity Building, Chicago, will 
embrace all graduates of the American School of 
Practipedics. City, country and State organizations 

will also be formed. 


Foot Comfort Training 


Dr. J. J. Monahan, professor of surgery, Illinois 
College of Chiropody and Orthopedic Surgery, St. 
Luke’s Hospital, Chicago, was secured to address the 
convention. Using illustrative slides, he showed 
X-rays of various feet, pointing out the structural 
arrangements and abnormal characteristics shown 
when arches drop and other pain-producing troubles 
appear. Said Dr. Monahan: “Every animal corre- 
sponds to type. There may be 10,000 varieties of 
type. No two feet are alike. You may fit feet per- 
fectly for years, but the one pair on which you fail 
are the ones you hear from. Therefore, training is 
essential.” 

Talk by E. C. Logan 


E. C. Logan, Western editor of the “Boot and Shoe 
Recorder,” declared, “I believe that crippled feet are 
so largely due to poorly fittéd shoes that we have a lot 
to account for. It is up to you to repair the damage 
already done. Feet are often crippled because clerks 
do not know foot anatomy. Get clerks to take a 
Practipedic course. I have met merchants all over 
the country who had no right to fit shoes. Every 
shoe merchant and clerk should study Practipedics 
and learn the proper method.” 


A Field Man 


One of the most important innovations of the 
year was also announced at this meeting—the ap- 
pointment of Dr. E. J. Hartung as a “field man.” 
He will spend his entire time introducing new ideas 
and improving methods. 





Business of Arches 
It Is Good and It Looks Better 

People think more of their feet. That’s why shoe 
stores are building up their arch business. 

Educational advertising tells many a man to watch 
his feet. It directs him to the arch department of the 
shoe store, to get his arches fixed up, and to save him 
a trip to the surgeon. 











THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing wil so guages Ge goed Gace ef yore Fall styles like May- 
jee I of bay os all over the country use and endorse these 
— +, LR No store can afford to be without them. 

| ay oe Se a 100 cent and last you a lifetime. 

made of cold steel and cost you only $6.00 


eee for "FREE Saerees and test it out. See how much more 
= handsome the shoe looks when supported by Mayhew’e 
We will make exchange on all 1917 Top-Trees “Direct only” at a 
eharge of 25c per pair when old Trees are returned. 


ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Better Shoes in Your Window 


Jobbers 
or 


Direct 


JAMES N. MAYHEW CO., Inc. 


© - MINN. 








Right now is the time to send for your free 
oer of our “Guide to Better Window Dis- 
ay 
t’s full of the latest creations in artificial 
flowers, decoratives and wicker-ware—and 
contains a multitude of new window display 
suggestions that will prove real business get- 
ters. There are so many original conceptions 
you will find_it difficult to choose. 
Simply request your copy on your business. 
stationery—we'll mail it immediately—it will 
end your display troubles! 


The Adler-Jones Co. 


206 S. Wabash Ave. 
CHICAGO 


























Fine MeErcERIZED 
Suoe Laces 


Round and Flat Tubular 


Manufactured by 


M. M. Rhodes & Sons Co. 


TAUNTON, MASS. 








Make Your Show Window 
Pay Your Rent 
oor es of Period 
“i Fixtures 
pt help you make 
effective window 
displays. 


Many sales are 
made on the 
sidewalk. 


New catalog No. 92 
on request. 























Porpoisette 
Better Than Real Porpoise Laces 
Looks like oo. but stronger 
and wears longer. Uniformly 


throughout —n o weak 
ASK YOUR JOBBER 
We'll Send Samples Upon R t 
The Narrow Fabric Co., - - Reading, Pa. 


Makers of the fi Ni ho 
pS bay Oy ol uae 





— 
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Va 


Your shoes will 





counter purposes. - 





counters if they are cut from West Virginia Fibre Board. 
The most carefully made and most uniform board for 


West Virginia Pulp & Paper Co. 


200 Fifth Avenue 732 Sherman Street 
| New York Chicago, Ill. 


not be returned for defective 








Pulp Products Dept. 














TRUFIT 




















SPATS 

















are approved by big 
buyers all over the 
country. This is assur- 
ance that Trufits can be 
bought safely for any 
size store. 


Made in all the wanted 
colors, in Box Cloth and 
Felt. Immediate deliv- 
eries. 


Shall we send samples 
and prices? 


Laing, Harrar & 
Chamberlin 

43 North 3rd St. 
Phila. 

















Palm Shoe Stand, No. 5 

Everything in window fixtures to build up 
smart displays 

Write for Catalogues 


J. R. Palmenber; s Sons, Inc. 


NEW |S ae of tice nar i 
63-65 Wi Sos Ww 
36th Street Jackson Siva. mi ost. 
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“HUBTIP? “Aon te? SHOE LACES 





1 RERE is no metal in the = of “HUBTIP” 
remiain aiways a permanent vlack 
Made of fast coior tenia, west will wear twi 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
27 i in. per gro. Strings e = in. per gro. one. y =3 in. per gro. —e.. . .$3.25 
30 2 Poe 








a © . 3.65 

Men’s te in. per gro. Strings. . . 4.05 ASSORTMENT CABINET D ASSORTMENT * CABINET 
- + 4.45 36 pair 36 in 18 pair 36 i in.. ea 

F yp teen CABINET 4 * 45 * 40 * 

48 pair 36 i in.. 12 
34 Pee gs el LILI L! $88.00 

A ASSORTMENT CABINET 

E ASSORTMENT ‘CABINET 36 pair 36 in ORDER A TRIAL CABINET 

45 


36 36i 
oe Pe as — . ‘15!CQUNTER DISPLAY EASEL 

















“AJUSTO” Boot Top Forms and “AJUSTO” Spat Forms 
Are Indispensable for an Attractive Window Trim. 
DJUSTED in your shoes in a jiffy. Simple, handy, durable. No 
yen to get out of order—no screws to adjust. The slide does 
the trick—it expands the form and your shoe top assumes a § 
smooth, graceful appearance free from unsightly wrinkles. Model § 
No. 2 for A and B width boots. Model No. 3 for C and D widths. } 
Model No. 5 for Spats, sizes 1 and 2. Order enough for your windows 
today. Price only $3.00 the dozen, f. o. b. Pittsburg, Kansas. 
jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


DEPT. A PITTSBURG, KANSAS 


Showing “Ajusto” Boot Top (And remember it’s KANSAS) Showing Pump With Spat Fit- 
Form Before Shoe Is Laced. ted Over “Ajusto” Spat Form 


The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 
207 South Street Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
Translations from or into any language. Expert Advice for Exporters. 

Mediums for Advertising. 








Us 
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SHOE RETAILERS— 
Increase Your Profits! 


The public demands longer shoe wearability. Thousands of live retailers are already 
“cashing in” on this demand. Very likely—right now—in your locality—more business, 
more customers and more profits await YOU. 


Install a Goodyear Welt Repair Outfit! 


A Goodyear Welt repair outfit remakes worn cludes all the parts necessary for the complete 
shoes. It does not cobble, but rather rebuilds rebuilding of a shoe. The frame is of rigid, 
them, adding months of wear and new appear- substantial construction, which insures smooth 
ance, while retaining the comfort and ease of operation and lasting dependability. Each unit 
the old shoes. People know this. They eagerly can be run separately, thus insuring operating 
patronize shops where Goodyear Welt repairing economy, cleanliness and proper lubrication. Write 
is done. Such shops prosper. Why not decide us—today—for particulars of our various size 
on an installation—now? Outfit illustrated in- outfits, and of our plan. 


UNITED SHOE REPAIRING MACHINE COMPANY 


4 Albany Street, Boston, Mass., and 
30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill : Columbus, Ohio Lynn 
1 So. Market Street 124 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicage Johnson City, N. Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street 301 American Casualty 258 Fourth Street 221 No. 13th Street 216 Chartres Street 
. Louis Bldg., Reading, Pa. Milwaukee Philadelphia New Orleans 


708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
Cincinnati Brockton San Francisco Harrisburg, Pa. 
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The compelling force 

of sheer size 

has now added another advantage 
to the Wizard advertising 


for your benefit. 


Always consistent, impressive and striking, Wizard 

national advertising occupies a commanding posi- 

—and tion. The trade knows that in 1919—and past 
the dominant idea years—our advertising has been extensive and con- 
is to create eC ae er 1920—much larger space 
is being used—and the increase in our appropriation 

SHOE sales for YOU enables us to dominate the field. Large space in 
leading national publications such as the Saturday 

Evening Post and Ladies’ Home Journal is being 

used to reach millions of readers and bring home to 

them forcefully the idea that where Wizards are 

sold, there is found complete shoe satisfaction—and 

a fitting service unequalled. The resultant sales 

Our course in Orthopraxy of the foot of SHOES—as well as the extra profits from the 
makes of your clerks experts capable of sale of Wizards—offers an opportunity of vital in- 


correcting foot troubles as they sell shoes. terest to YOU. 
Write for particulars of our plan. And 

ask for our cut-out window cards, dealer 

ads, package inserts and lantern slides. 


Wizard Foot Appliance Co. 
1702 Locust Street St. Louis, Mo. 


New York Office: 937 Marbridge Building 
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IN STOCK 
NOW! 


A—B—C—D WIDTHS 


| Plain Cartons — Unbranded | 
BROCKTON, MASS. Sizes 3% to 7, A, B; 
$ to 7d, C, 
Super-McKay ‘Peon. 
No. 1000—Highest 
Grade Vici, Lace, Lea- 
ther Louis Heel. . . $7.75 
No. 1001—Tan Vi ici, as 
akove.. ; . $8.25 
No. 1002—Pat. ‘Venn, 
‘. Mat. Kid Top... .$6.95 
Strand ‘ No. 1050—Vici, Mil. 
Oxford es ; L Teel $7.75 
No. 1051—Tan Vici, Mil. 
UL Sr 
a shoes are mene to 
i loo ike ench-made 
A CORKER shoes. Flexible McKays 
Our new “STRAND?” last, to be one of the features that appear as good as 
in our Spring In-Stock Catalogue. any turn shoe. 


This along with other numbers will make a catalogue 
worth while the asking. EXCEPTIONAL SMART LASTS 


ie — nempese: ine, coming Lone 5% Discount Case Lot. F. O. B. Phila., Pa. 


We solicit your request for this live catalogue with x e 
samples. | John Slobodien 


MADE AND DISTRIBUTED BY 
A. FREEDMAN & SONS 23 N. 6th St. PHILADELPHIA, PA. 
182-84 Lincoln St., Boston, Mass. 






































“HUB GORE” INSURED prep 


GUARANTEED FOR 2 YEARS | 
| 





100% adjustment if it fails. 
| A Special Quality for 
| ROMEOS and JULIETS. 


VER LAST EBs SRE 


BOSTON OFFICE HUB GORE MAKERS NEW YORK OFFICE 
52 CHAUNCY ST. 395 BROADWAY 











The Influence of the 
BOOT and SHOE RECORDER 


with retail shoe buyers is the greatest aid your 
‘sales department can possibly have or get 
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| i | Don’t get a ‘‘grouch”’ on because 


s% of poor leather. Order 

ae | 

8 ih MONARCH OF THE OAKS 
| SOLE LEATHER 


hall il 


from your jobber and you'll smile, 
too. 


CALIFORNIA OAK 
BARK VAT TANNED 
FROM PACKER HIDES 


KULLMAN), SALZ 


Tanners of Real Leather 


82 FULTON ST. WELLS FARGO BLDG. 220 W. LAKE ST. 
NEW YORK SAN FRANCISCO CHICAGO 





TOMO H LILLE PELL PE @ DELL 


We Do Not Make 
FUTURISTIC Shoes 


We Do Make the Most 
Modern SHOES 


in the MOST UP TO DATE and 


L 


Shoe 
Specialists 


| oe nearly fifty years DAYTON’S SHOES have been 
preferred by particular people for Style, Comfort and 


wearing Quality. 


It will pay you to investigatejthe 
Dayton Line Shoe Specialties. We 
will help you please your most ex- 
acting customers. Our line includes 


Best equipped factory manufacturing high 
grade ladies’ welt and turn shoes. 


We have moulded together the most ex- 
perienced and efficient organization for pro- 
ducing style, fit and class that money and 
judgment could create. 


If the science of engineering as applied to the 
manufacture of shoes would interest you— 
come and see our plant. 1 


eg and Sportsman 
Boots, Drivers’, Loggers’, 
Pilgrim Shoes, Dayton’s 
Kangaroo, Rallroad and 
Workman’s Shoes. 
Fine Goodyear Welts 
Send for Illustrated 
Catalogue 


J, E. Dayton Co, 


Williamsport, 
Pa, 


Greenfeld & Cohen, Inc. 


OWNED AND CONTROLLED BY 


THE WORLD RUBBER PRODUCTS CO., Inc. 
; a ; THE 
1734 N. Fifth St., Philadelphia, Pa. PILGRIM. SHOE, Fine 
ngaroo er— We ole “ ry 
"Teese Wide Ball. Stock No. 6614 a 
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STOCK: 


FOR IMMEDIATE DELIVERY 


: 
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No. 3304—Russia Calf 
Oxford, Modified 
Brogue, Military Heel, 

$7.00 


No. "5 Kid No. 3315—Russia Calf 


Oxford, Mil. Heel. A- . 
7 00 Oxford, Mil. Heel, Wide 
- ins Wiss cs ctaseed $7.00 


No. 3314—Same_ in ‘ 
: No. 5315—Same_ in 
Russia Calf...... $7.00 Gan ia... $7.00 


No. 5314—Same_ in 
Gun Metal...... $7.00 


HE SHOES here shown are ex- 
pressive of the distinctiveness 
of the style in our entire line, 
which we carry in-stock for 

immediate delivery. 











eee titel) 
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Our modified brogue embodies the 
snappy, swinging lines of the more 
dressy shoe—a splendid style for all 
around wear. 


No. 6519—Patent Colt No. 2313—Black Vici 
Two-Eyelet Tie, Lea- Kid Oxford, Leather 
ther Louis Heel, Imi- Louis Heel, Imitation 
tation Turn Edge. $6.75 ra Edge, 7 


No. 2519—Same_ in MA ddkessesseces 
Black Kid....... $6.75 No. 2313X — Same 


No. 3519—Same_ in without Tip..... $7.00 
Russia Calf...... $6.75 6313—Same in 


No. 
No. 4519—Same_ in Patent Colt 
Havana Brown Vici, 
$7.00 


HUGHES & TANSEY, Inc. 


Sales Office and Stock Rooms 
128 Summer St. 
BOSTON 9, MASS. 


Distributors of Hennessey, Maxwell & Hennessey Shoes 
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FOR 1920 


A National Advertising Campaign of such broad scope and Con- 
servative strength that 


D? Scholls 
Foot€o 
Si 





1C, ex 
©S FOR ALL FOOT AILYS 
will be known in every city, town and village in the country. 


MR. SHOE MERCHANT 


This is your campaign, if you make it so 





The copy carries an institutional message to your customers. It tells them that the 
better shoe stores everywhere maintain Dr. Scholl’s Foot Comfort Service—that the 
store which offers this service is a modern, reliable institution, a place where they may 
be assured of honest, expert attention to their foot troubles, as well as honest value and 
comfort in shoes. 

Make your store the one which this National Advertising points to. Keep Scholl 
trims.in your windows, carry Scholl ads in your local papers in connection with your 
own. We'll supply the window trims. We'll supply the newspaper electros. 

—any remember this: Concentrate in the Scholl line. It is complete. If there were 
any other Foot appliances that were scientifically right, they would be represented 
in Dr. Scholl's line. 
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January 1920 


DBooK 


DI “71NE 


rice 


56 Cents THE 


MAGAZINE ended. ake  PEEKLY 


—s ‘ HOME JOURNAL Fas 


January a ANI ue ; 


hi WOMAN'S HOME ioe 
: _COM PAN [eae a ? SA BERBER 


These Magazines Reach a Total of 


66,450,000 Readers Each Month 


How Many of Them Are in 
Your Town? 


Keep Your Store Name Tied Up to Dr. Scholl’s 
National Advertising 
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The Conservative Business 
Man, Be He One to Buy This 
Shoe to Sell Again or One to 
Buy It to Wear, Will Find It a 
Purchase to Conform to His 
Opinion of All a Good Shoe 
Should Be. ~~ wx x w 











No. 910—LENOX LAST— Mahogany 
Calf Bal, Pearl Leather Facings and Trim- 
mings, Flush, Full size Felt Lined Tongues, 
High Quality Heels, High Quality Texas 
Oak Buffed Insoles, High Quality, Strictly 
Prime, Over-Weight Outsoles, Leather 
Counters, Channel Welt, Goodyear, Wing- 
foot Rubber Half Heel, A, B, C, D Widths. 














Price 


8.95 


Less 


Discount 























JW.CARTER CHICAGO CO 
CHICAGO, «ILL. | 
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Men 
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SPEEDING PRODUCTION 


Shoe Factories Running Full Blast 
—Deliveries Being Rushed 


All boot and shoe factories in the 
Milwaukee and Wisconsin district are 
running full blast to fill orders for Spring 
and Summer goods, deliveries on which 
are being rushed as fast as possible 
against the handicaps of a stringent 
railroad situation. Work on Fall and 
Winter goods is progressing and require- 
ments are expected to be very large, 
judging from reports made by the trav- 
elers of local plants. The emissaries 
working in the Northern sections of the 
country report great difficulty in keep- 
ing up to schedules during the past week 
or ten days because of the bad effect of 
blizzards upon travel. 


MILWAUKEE OUTPUT 


Undergoing Expansion—Several In- 
stances Are Cited Herewith 


The output in Milwaukee is under- 
going material expansion at this time. 
This is particularly true of men’s shoes 
of the highest grade. The great plant 
of the Edmonds Shoe Company will be 
ready for occupancy during the coming 
week, providing 40,000 square feet. 
The output of the present factory is 
2,400 pairs a day, and the new unit will 
start off with 3,000 pairs daily. A 
second unit of 3,000-pair capacity will 
be built this year, and a third of equal 
capacity in 1921. 

The Rohn-Ryan Shoe Company, 
414-416 Fourth Street, which began 
manufacturing December 1, is now pro- 
ducing better than 200 pairs of men’s 
highest grade shoes daily, and by July 1 
hopes to bring the output up to well 
over 500 pairs a day. The force of 75 
skilled workers is being increased as 
rapidly as labor can be trained to the 
high state of efficiency required for the 
manufacture of the quality standard set 
by the Rohn-Ryan organization. 

The Nunn, Bush & Weldon Shoe 
Company, 1110 Fifth Street, has con- 


News in 
Manufacturing, 





Ay 
> 


4 


Milwaukee 


verted its entire plant into the produc- 
tion of men’s fine shoes, the present 
daily capacity being 4,200 pairs daily. 
The line of heavy shoes is now being 
made at the new plant in Fond du Lac, 
Wis., under the subsidiary organization 
known as the Menzies Shoe Company. 
The transfer also makes possible an 
increase in the output of the superfine 
grade of the Nunn-Bush men’s shoe. 


MANUFACTURERS ELATED 


Over Selection of ‘‘Quality First” 
Market for 1921 Convention 


Milwaukee boot and shoe manu- 
facturers express great elation over the 
selection of the “Quality First’? market 
for the 1921 N. S. R. A. Convention. 
Charles A. Dickens, sales manager of 
the Edmonds Shoe Company, and 
secretary of the Shoe Sales Association 
of Milwaukee, predicts that great bene- 
fit will come to the city and the local 
market by reason of the big gathering, 
and all other members agree with him. 
By having merchants from all over the 
country see the great boot and shoe 
factories in Milwaukee and meeting the 
men who are behind then, it is believed 
that a bond of interest will be formed 
which will prove to be a powerful factor 
in the development of the industry. 
The location of great tanneries in Mil- 
waukee lends added interest to the 
dealers who will come. 


ARMOUR FACTORY BURNED 


At Sheboygan, Wis.—Tannery Will 
Be Rebuilt 


Armour & Co.’s big chrome leather 
tannery at Sheboygan, Wis., operated 
as the Badger State Tanning Company, 
was totally destroyed by fire on Janu- 


ary 19, only the power house, which is - 


in process of enlargement, being saved. 
The fire was discovered in the hide house 
at 10.22 a. m., and by 1.15 p. m. the vast 
group of buildings was a mass of ruins. 


Insurance adjusters are agreed that the 


loss is total, with no salvage. The total 


— - 
" fh gai ‘ 
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Shoe Markets 
Develop- 
ters 
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insurance is $2,750,000 and the loss is 
approximated at $3,000,000. The origi- 
nal tannery was almost wiped out on 
Dec. 16, 1900, when it was known as the 
Zschetzsche Tannery. The _ former 
owner, Fred E. Zschetzsche, has been 
serving as general manager since the 
Armour interests took over the plant. 
Assurances have been given by Armour 
& Co. that the tannery will be rebuilt as 
soon as general conditions warrant it. 


CAPITAL INCREASED 


At Stoughton Shoe & Leather Co.— 
Discontinues Shoe Manufacturing 


The Stoughton Shoe & Leather Co. 
is the new name adopted by the 
Stoughton Shoe Company of Stoughton, 
Wis., which several months ago dis- 
continued its boot and shoe manufac- 
turing department and has since con- 
fined its activities to wholesaling and 
jobbing leather and findings, machinery 
and equipment, shoemakers’ tools, 
gloves, trunks and bags, mechanical 
rubber goods, etc. At the annual meet- 
ing it also was decided to enlarge the 
capital stock from $30,000 to $60,000. 
The officers of the company are: O. S. 
Langemo, president and treasurer; Dr. 
H. A. Chipman, vice-president and 
secretary; Otto Phillips, George O. 
Moen and C. P. Ward, directors. Mr. 
Ward is sales manager. 


RETAIL ADVERTISING PROMO- 
TION 


Local Trade Supporting Better 
Business Bureau Movement 


Because it is their desire to keep 
retail boot and shoe advertising clean 
and up to the high standard of recent 
years, the local trade is supporting the 
rejuvenated Better Business Bureau 
movement in Milwaukee with utmost 
vigor. The Bureau resumed activity 
December 1, after a lapse of nearly a 
year, during which time the Milwaukee 
Ad Club was merged with the Associa- 


’ tion of Commerce as the Advertisers’ 




















Where to Buy 


Women’s Shoes 






























The Westcott- 
Whitmore 
Company 

Syracuse, N. Y. 

SPECIALISTS IN 









IN STOCK 

















HIGH-GRADE 


BLACK BOUDOIRS 
IN STOCK 
$1.50, $1.55, $1.60, $1.65, $1.75, $1.85 Grades 
Best Workmanship. Clean Linings 
THE ORIENTAL BOUDOIR CO. 
69 Essex St., Haverhill, Mass. 



















COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 
Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory, 118 Phoenix Row 




















Bosten Office, 110 Lincoln St. HAVERHILL, MASS - 















\ 
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HARTMAN SHOE COMPANY 


HAVERHILL, MASS. 








The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 
—Polish: 






Gored Front Oxfords — 
Princesses—Sandals. etc. 
Women’s Flexible Welts 







TIMSON BROS., Inc. 
Boston, Mass. 


















PHILLIPS- CRAM CORP. 


uccessors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 




















BARNETT SHOE CO., Boston 
In Stock 


Patent Leather Hand- 
Turned Seamless Opera 




















Black Kid Good- 

year Welt, 9-inch 

Lace, High Heel. 
$6.10 


Terms 2%-10-net 30 days. 


Barnett Shoe Co. 


110-112 Summer St., Besten, Mass 
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Division. The campaign was formally 
launched when Richard H. Lee, the 
famous ad censor of the Associated 
Advertising Clubs of the World came to 
Milwaukee on January 20 to address a 
rousing meeting consisting mainly of 
retail merchants and their advertising 
directors. The Milwaukee Bureau is 
one of 119 local organizations now doing 
effective work in various parts of the 
United States under direction of the 
Associated Ad Clubs. 

SILVER WEDDING JUBILEE 
Celebrated by Adam J. Mayer and 
Wife 

Adam J. Mayer and wife of Mil- 
waukee observed the silver jubilee of 
their wedding on Friday, January 23. 
Mr. Mayer is treasurer of the F. Mayer 
Boot & Shoe Co., and one of the best- 
known shoe men in the country. The 
anniversary was celebrated in an un- 
usual manner at the family home, 561 
Wahl Avenue. The five children, un- 
known to their parents, arranged a 
dinner party as a surprise, inviting 
relatives and intimate friends to join in 

the festive occasion. 


**BETWEEN-SEASONS” PERIOD 


Retail Stores Holding Special Sales 
—No Price Slashing 


With the center of the “between- 
seasons” period actually here there is 
very little doing in either the wholesale 
or retail division of special note, so far 
as the trade itself is immediately con- 
cerned, in the matter of movement of 
merchandise. The wholesale houses are 
pushing their shipments on Spring 
orders and are getting out their samples 
for the advance Fall season, which their 
men will take on the road within the 
next few weeks. These have been lined 
up pretty well in accordance with the 
recommendations of the Allied Trades 
Council, although there are, naturally, 
developments of minor style features to 
be found in each of the lines as they are 
presented to the salesmen or to the 
trade which is beginning to come to the 
market to get in personal touch with 
conditions generally. The retail stores 
are holding special sales, but there is 
no indication of sharp price cutting, 
many of the reductions being noted as 
10 and in a very few cases as high as 20 
per cent according as the lines are com- 
pletely broken or less so and thus avail- 
able for more general selling. No price 
slashing of the old sort is to be noted 
anywhere in the trade. 
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BADGER BOOT BRIEFS 


News of ‘Men and Events Through- 
out the State 


Louis Laemle, Marshfield, Wis., re- 
tailing boots and shoes, dry goods, etc., 
is incorporating the business, taking 
some of the older employes as stock- 
holders. The new form is effective 
February 1. 


The Union Block at Richland Center, 
Wis., occupied by the Wolf Shoe Com- 
pany, has been purchased by the firm 
for $15,000. Extensive alterations will 
be made early in the Spring. 


The Mueller & Tress Shoe Co., 
Wausau, Wis., has been dissolved, 
Gustav Mueller disposing of his interest 
to Paul A. Tress. 


George C. Rose, Jr., has purchased the 
shoe repair business of the late Joseph 
Filip on Quimby Avenue, Menominee, 
Mich., and is moving it to 719 Michigan 
Avenue, reopening it February 1. 


The Gruber-Bushman Company, Ca- 
tawba, Wis., has dissolved partnership. 
John G. Gruber retires and the business 
will be continued by John Bushman. 








HOME AGAIN 


Local Convention Delegates Have 
Returned to Business 


Practically all of the St. Louis shoe 
and leather men who attended the 
convention of the National Shoe Re- 
tailers’ Association in Boston were at 
their desks Monday morning, the ex- 
ceptions being a few retail merchants 
who remained to look over the samples 
of the Eastern houses with which they 
do business. Although the St. Louis 
men went East for the most part in the 
special coaches provided for them, the 
return was a catch-as-catch-can affair, 
some returning direct and others making 
their way back via New York, Phila- 
delphia and other points. 


INDUSTRIAL QUARTET 


To Tour Factories of Country Dur- 
ing 1920 


George Warren Brown, chairman of 
the board of the Brown Shoe Company, 
has interested himself in a new work 
carried on in industrial circles, which 
embraces the financing of a quartet 
which is to go about the country on a 
tour of the industrial plants. All the 
singers, known as the Industrial Quar- 
tet, saw service in France and since the 
close of the war have been engaged in 
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a tour of the hospitals entertaining and 
cheering the soldiers now being cared 
for by the Government pending their 
recovery or rehabilitation. The quartet 
has already visited the plants of St. 
Louis and will cover the entire country 
during the coming year. 


SHOES OF 1845 


Souvenirs of the Pioneer Days of the 
Northwest 

A pair of shoes which has seen real 
service in the Northwest is in the pos- 
session of George D. Haslett, of the 
Central Shoe Company, now in St. 
Louis on a visit to headquarters. Mr. 
Haslett travels the Northwest territory 
for the company and has done so ever 


Shoes of 1845 Made for Jake 
The Wearer Did 


since the company was taken over by its 
present owners seven years ago. Prior 
to that time he was with the company 
under its former management. The 
shoes were made in 1845 for Jake Preble, 
an old-time pioneer of Washington and 
Oregon, and were utilized by him for a 
very long period. The wearer did his 
own repairing, as a result of which the 
shoes bear an interesting appearance 
caused by the overlapping of patches on 
the uppers. both quarters and vamps 
and on the soles. In some places five 
thicknesses of leather are plainly visible. 
The re-enforcement of the soles was 
accompanied by the driving of many 
nails which gave additional wearing 
qualities to the footwear. Altogether 
the shoes are an interesting souvenir 
of the pioneer days of the Northwest 
and are frequently utilized by Mr. 
Haslett in providing window displays 
for his customers upon occasion. They 
never fail to draw a crowd. 


NEWS FROM ST. JOSEPH 


Scholl Manufacturing Company 
Closes Two Weeks of Foot Com- 
fort Course 


For two weeks, beginning January 5 
and ending January 17, St. Joseph, Mo., 





Preble, a 
His Own Repairing 
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was the chosen place of foot comfort 
activity by the Scholl Manufacturing 
Company, where Halworth Stark con- 
ducted classes and lectures, and the 
progressive shoe stores of that city with 
their previously arranged public demon- 
strations took care of the public who 
came in for foot trouble correction. 

The stores in St. Joseph which partici- 
pated in this special campaign were: 
The Leader Department Store, whose 
manager, C. W. Campbell, and adver- 
tising manager gave their hearty co- 
operation, and the Burke O’Brien Shoe 
Company, where both Edward C. 
Burke and Mr. O’Brien were enthusi- 
astic in the arrangements for this work. 
The Walk-Over Boot Shop, also Felt- 


rm) 


Pioneer of Northwest. 


man & Curme, and Block Brothers 
Clothing Company, the second largest 
department store in St. Joseph, gave 
their interested co-operation toward 
making the campaign a success. 


Community Lectures 

The Western Tablet Company, mak- 
ers of paper tablets, binders, fillers, etc., 
had the first lecture, at which approxi- 
mately 500 were present. At the Ens- 
worth Hospital Mr. Stark gave a stere- 
opticon lecture to all the nurses, internes 
and hospital attendants, also including 
those of the Missouri Methodist Hospi- 
tal. 

The Y. W. C. A. at once grasped the 
opportunity to secure Mr. Stark’s 
stereopticon lecture on “Better Feet.” 
Miss Anne E. Neson, the general secre- 
tary, showed much interest in the event. 
The gymnastic classes and the public at 
large were invited to attend the lecture 
of January 8. On January 13 another 
lecture was given in the huge auditorium 
to the St. Joseph Business Women’s 
Club, all civic and industrial clubs also 
receiving a general invitation. On 
January 17 women working in factories, 
stores, etc., constituting an audience of 
3,800 persons, had attended the foot 
comfort lecture. 








Where to Buy 


Women’s Shoes 
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WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 


Oxfords, Two-Eyelet Ties, 
Pumps, Sport Shoes 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Boston, Mass. 








HOUSE SLI SLIPPERS 


Less 2% 10 Days 
Shipments day or- 
der received. 

The Baker Shoe Ce. 
280 River St. 


Turn Sole 
Haverhill, Mass. 


Sizes 2% to 8 











Turn Comforts—In Stock 


Ladies‘ Brazilian Kid, 


Sold direct 2p 
case lots only. 
> E-EE, 
Fair-Way Shoe Mf; 
Newburyport, 














Where to Buy 


Rubber Footwear 
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Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 


Sell Shoes by Auction 
Every Wednesday and Friday 
































Where to Buy 


Men’s Shoes 


























Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 
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The Rotary Club gave a dinner on 
January 13 at the Hotel Rubidow, hav- 
ing as their guest and only speaker, Mr. 
Stark. The outcome of the campaign, to- 
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gether with the enthusiasm with which 
it was received in St. Joseph, surpassed 
the expectations of the Scholl Manu- 
facturing Company. 


Detroit 


BOSTON CONVENTION ENCOMI- 
UMS 


Retail Shoe Merchants Enthusi- 
astic—Now Boosting Milwaukee, 
1921 


There are a number of enthusiastic 
shoe merchants in Detroit who attended 
the convention at Boston. Each re- 
ports, ‘‘The best ever; wouldn’t have 
missed it for worlds.’ All are “boost- 
ing’ now for ‘‘Milwaukee, 1921.” 

The unusually large snowfall this 
Winter has made the rubber business 
assume its old-time proportions, when 
everybody wore rubbers. 


JANUARY BUSINESS 


Stimulated by Special Sales—Many 
High Shoes Offered 


In regard to business for January, 
where the shoe merchants have adopted 
the stimulus of special sales there is 
marked activity, and most merchants 
have now fallen in line, despite the 
scarcity of stock and advancing replace- 
ment values. 

Sales are confined almost exclusively 
to high cuts and there is a marked indi- 
cation among the larger stores of an 
intention to bring out low cuts early in 
the Spring, in men’s lines as well as in 
womens’. 

Although shorter vamps are sure to 
have the approval of all the better-grade 
stores, the French last in all its ugliness 
and unfitness finds little favor among 
the shoe merchants of Detroit. There 
have been a few flurries over it, but 
nothing general at all. 


FOOT COMFORT 


Educational Campaign to Be Waged 
by Scholl Manufacturing Com- 
pany 

Some of the enthusiastic dealers of 
foot appliances are pleased with the 
efforts of the Scholl Manufacturing 
Company to increase sales. Dr. L. K. 
Thompson will make about 40 lectures 
in Detroit during the next three weeks, 
lecturing to the Police Department, 
American Legion, Women’s Clubs, and 
in various factories and stores. Lec- 
tures to salesmen in the larger shoe 
stores, and a lecture to the general 
public in Crowley-Milner Company’s 
shoe department, are part of the pro- 


gram. Mr. Rudd, the official window- 
display man for this firm, is assisting 
the shoe merchant to make attractive 
window displays. A newspaper cam- 
paign, to start off February 1 with 
page advertisements and lasting several 
weeks, is also planned. Merchants 
handling foot appliances should reap a 
harvest from this publicity. 


A FAREWELL BANQUET 


Tendered Miss Tess Carroll, For- 
merly with Lindke Shoe Store 


Miss Tess Carroll, office manager for 
the past 12 years at the Lindke Shoe 
Store, was tendered a farewell banquet 
by her fellow employes at the Cadillac 
Hotel Cafe. A_ beautiful string of 
pearls was presented to her by the em- 
ployes, while the firm gave her a good- 
sized check in appreciation of her faith- 
ful services. 


CLEARANCE SALE 


At the Dr. A. Reed Cushion Shoe 
Store 


The Dr. A. Reed Cushion Shoe Store 
is having a clearance sale, the first 
general clearance sale in the history of 
the firm in Detroit.. The window dis- 
plays are striking and the idea is worthy 
of thought by other dealers. Orange 
colored cardboard panels have been in- 
set in the regular paneled background, 
each with a message lettered in brown. 
Orange show cards and price tickets are 
also used. Orange plush is draped over 
the floor and around some of the fix- 
tures. The result is a high-class dis- 
play, yet distinctively a sale display. 


DETROIT BRIEFLETS 


Interesting News Items of News 
and Events 


Edward J. Kolker has been ap- 
pointed manager of the Douglas Shoe 
Store, corner of Clifford and Wood- 
ward. Mr. Kolker was formerly with 
the same firm at the 122 Woodward 
Avenue store. Albert Walser, who re- 
ceived his shoe education with his father 
in Louisville, Ky., has been appointed 
assistant manager. 

The “flu” has struck Detroit, but not 
with the virulence of other cities. In 
the H. & R. Shoe Store it got a foothold, 
five of the employes and the manager, 
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Mr. Bentz, being laid up with it at one 
time. 

Walter J. Frahm, 1398 West Fort 
Street, has sold his business to Barney 
Chenetz, who has taken charge and will 
proceed to make business hum. 


MICHIGAN’S FAIR PRICES 


Conference Held Between Retail 
Associations and Attorney-General 


A conference was held January 28 at 
Lansing between the various State and 
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city retail associations and the attorney- 
general. J. E. Wilson, president of the 
Michigan State Shoe Retail Dealers’ 
Association, representing the shoe re- 
tailers, was present when representa- 
tives of the shoe, clothing, grocery, dry 
goods and druggists’ associations dis- 
cussed proposed fair-price commissions 
and legislation fixing prices at retail. 
Merchants who have been accused by 
investigators of profiteering were also 
been invited to be present and make 
statements of the facts in the case. 


Cincinnati 


SALES STIMULATION 


Big Business Results—The Public 
Is Buying Heavily 


Phenomenal sales during the past 
month characterize the nature of the 
business done by the local retail mer- 
chants. Their January clearance sales 
announcements both in the form of 
newspaper advertising and window dis- 
plays have been the means for a greater 
impetus in business for this time of the 
year than has ever been the case in 
previous years. It is not uncommon 
for the merchants here to state that 
their sales for the month of January 
have been two and three times as great 
as the same month of years past. One 
outstanding feature in this unprece- 
dented business is the attitude of the 
consuming public in buying footwear at 
this time. 

Individuals are figuring that it is 
economical for them to buy their shoes 
during the season of clearance sales in 
view of higher prices for next season. 
The buyer says to the shoe store man- 
ager: “Don’t you think it is a good 
investment to buy shoes now?” And 
as a result, not only high shoes are being 
sold in great numbers, but also an un- 
usually large number of low shoes at 
this time. 


HOME FROM CONVENTION 


The Members of Local Shoe Trade 
Back from Boston 


After attending the great National 
Shoe Retailers’ Association Convention 
in Boston, the following members of this 
market are back at their desks: W. S. 
McKenzie, president of the Helming 
McKenzie Shoe Company; H. N. Lape, 
sales and ‘advertising manager of the 
Julian & Kokenge Co.; F. X. Owens, 
president of the Manss Owens Shoe 
Company; E. K. Woodrow, sales and 
advertising manager of the Krohn- 
Fechheimer Company, and W. T. 
Dickerson, vice-president of the P. 


Sullivan & Co. Many of the traveling 
boys from this market were also visitors 
at the big convention and they, too, 
came home with the smile of satisfac- 
tion. Virtually all the local retail shoe 
merchants were either at Boston in 
person or well represented by their co- 
workers and they also are back on the 
job. 

J. P. Orr, newly elected president of 
the National Shoe Retailers’ Associa- 
tion, came home the latter part of last 
week, and on last Friday he left for 
Florida on his annual Winter vacation. 
Mr. Orr expects to be away until the 
latter part of February. 


MEN’S DRESS SHOES 


A Big Demand Noted Since 
January 1 


The great demand for men’s dress 
shoes ever since the first of the year has 
been the means of virtually cleaning the 
entire stocks of the local merchants in 
those lines. Dress shoes of every de- 
scription have been sold, even in but- 
tons. One merchant states that he sold 
out last week, to the last pair. This 
includes all odd sizes. A general re- 
action in all social circles in favor of the 
formal evening affair as against the in- 
formal affairs is noted. Everybody, 
among the men as well as the women, 
today seems to have the desire to dress 


up. 
TWO TICKETS SELECTED 


For Election of Cincinnati Shoe and 
Leather Club Officers 


The Nominating Committee of the 
Cincinnati Shoe and Leather Club has 
selected the two tickets for the coming 
election of the 1920 officers, which will 
be held at the clubrooms on February 
7. The Red Ticket consists of the fol- 
lowing: President, A. J. Ryan; vice- 
president, Emanual Peck; secretary, 
George Mohr; treasurer, J. Rudy 
Schuler; * governor,f two years, R. E. 











Where to Buy 


Men’s Shoes 

















Men’s Welts 


UNBRANDED UNION MADE 
IN STOCK 
DIAMOND SHOE CO. 


The Sh Factory Salesroom 
Above the Mark Brockton New York, N. Y. 








THE “TOQUGAS” sHOE 


BETTER THAN THE BEST 


Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
161S St., B 











FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 
717-719 Atlantic Avenue, Boston 








Stock Dept. 5 <& 


Is at Your Service 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 











Where to Buy 


Men’s, Women’s and Children’s Shoes 




















Our Turn Shoes %, Children 
are scientifically constructed 
on nature form lasts and of 
demonstrated Satisfaction. 


SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., Brooklyn, N. Y. 


Boston Office, 207 Essex St. 
G. W. PFEIFFER, Rep. 








IN STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Spats, etc. 








No {matter what policy you may 
pursue‘in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
‘All the Time 

















Where to Buy 


Children’s Shoes 




















H.H.FREELAND 


Mansfecurer of 


| JUVENILE SHOES| 


EST. 1696 





Tredlite Steppers 
for Boys and Girls 

GUARANTEED 

FOR 75 DAYS 

Write for Particulars 


Henry Kleine & Co. 


Chicago 








SPOT ETE 


Popular Priced and Good Style 
McKAY SHOES for Little People. 
IN STOCK 


Write F. W. HAHN co., Rochester, N. Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 








SOFT SOLES 
A Wonderful Line for the 
Wholesaler 
All leather lines rang- 
ing in prices from 
$4.51 upwards. Also 
aline of ladies’ Pump 
Straps in all styles 
and colors, 1 piece 
and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mass. 








Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 








“ELAM” 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











QUESTIONS 
ANSWERED QUICKLY 
in “Where to Buy” columns—a 
growing directory for all the trade, 


pigeon | answers briefly to cur- 
rent problems in merchandising. 








Rieckelman; governor, one year, R. F. 
Dohoney. 

The-Blue Ticket: President, Chas. L. 
Rupp; vice-president, F. W. Green; 
secretary, F. George Mohr; treasurer, 
J. Rudy Schuler; governor, two years, 
J. W. Blakeney; governor, one year, 
Jas. E. McDonald. 

The polls will be open from 1 until 4 
p. m. 


DEATH OF F. M. MARZLUFF 


Old-Time Manufacturer of Shoes 
at Janesville 


Friends in the trade will learn with 
sorrow of the death of F. M. Marzluff of 
this city. Mr. Marzluff was manu- 
facturer of shoes for 30 years in Janes- 
ville, Wis. He was associated with the 
Wise, Shaw & Feder Co. of this city 
during the latter part of his business 
career. Mr. Marzluff died on January 
15. 

DEATH OF MICHAEL S. 
DRUKKER 
Salesman for The Travers 
Company, Cincinnati 


Star 


Michael S. Drukker, Eastern repre- 
sentative of The Travers Company, 
with headquarters in the Marbridge 
Building, New York City, and who has 
been star salesman for The Travers 
Company, died Sunday, January 18, 
while visiting his daughter, Mrs. Harry 
A. Lewinsohn, Oklahoma City. 

Michael S. Drukker was the father of 
Richard T. Drukker, vice-president and 
general manager of The Travers Com- 
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pany. He leaves a widow, Mrs. Pauline 
T. Drukker, and two daughters, Mrs. 
George Silberman, New York City, and 
Mrs. Harry A. Lewinsohn, Oklahoma 
City. 

The body was brought from Okla- 
homa City to Cincinnati, and was buried 
at the United Jewish Cemetery on 
Thursday morning, January 22. 


ANNUAL MEETING 


The American Oak Leather 
pany Elects Officers 


Com- 


At the annual meeting of the Ameri- 
can Oak Leather Company, held in 
Cincinnati on January 21, the following 
directors were elected to serve the en- 
suing year, the officers being as follows: 
Thomas Mooney, president; F. C. 
Fabel, first vice-president and treasurer; 
E. L. Neilson, second vice-president; 
C. L. Harrison, third vice-president; C. 
A. Gordon, secretary; W. P. Fogarty 
assistant secretary; J. B. Mantle 
assistant treasurer; W. H. Mooney: 
R. B. Smith, J. A. Gardner, W. P, 
Bausmith. 


ELECTION OF OFFICERS 


At the Morr Shoe Manufacturing 
Company, Ashland, Ohio 


At a directors’ meeting of the Morr 
Shoe Manufacturing Company, makers 
of men’s, boys’ and youths’ work shoes, 
Ashland, Ohio, the following officers 
were elected: President, G. M. Morr; 
vice-president, E. H. Fuhrman; secre- 
tary and general manager, C. C. Cook; 
treasurer, E. E. Morr. 


Rochester 


A CLEARANCE SALE 


Cleverly Announced by Gould, Lee 
& Webster Company 


In the newspaper announcements of 
the Rochester papers attention of the 
public is called to the Clearance Sale 
of women’s Winter shoes by the Gould, 
Lee & Webster store, together with 
one paragraph of “‘shoe talk,” the gist of 
which came from the Boston Conven- 
tion of National Shoe Retailers’ As- 
sociation. .In a special box under the 
heading ‘“‘Worth Noting!” is the 
following: 

“Our shoe buyers who have just 
returned from the greatest gathering 
of shoe men ever held in the country, 
representing every branch of the in- 
dustry, report that the consensus of 
opinion at this meeting was that shoe 
prices not only will not be low but 
they are bound to be higher. sere 


is any lowering of shoe prices, it cer- 
tainly cannot be expected for months to 
come. In the face of these conditions 
one may readily see the great advantage 
of buying good shoes at our Winter 
clearance sale prices.” 


BIG BUSINESS BRINGERS 


‘Suburban Days’? Advertised by 
Retail Merchants’ Council 


Shoe merchants of Rochester en- 
joyed three days of good healthy 
business on January 22, 23, and 24, 
which the Retail Merchants’ Council 
of the Rochester Chamber of Com- 
merce featured as Suburban Days. 
Leading merchants of the city co- 
operated in this event and backed it 
up with considerable newspaper ad- 
vertising. An extensive advertising 
campaign, consisting of advertising in 
the country newspapers, street car 
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space, placards and bill posters, was 
carried out so that inhabitants of every 
town within trading distance of Roch- 
ester would be reached. Rochester 
shoe merchants, especially, welcomed 
this event, for it afforded them a fine 
opportunity to demonstrate to subur- 
ban buyers as well as the Rochester 
public their ability to meet the public’s 
needs. Special values were offered for 
these three days. 


SILK STOCKINGS FEATURED 


In Special Sale of the William East- 
wood Company 


Silk hosiery were featured at a special 
sale held last week by the William 
Eastwood Company stores of Ro- 
chester. Silk stockings with lisle tops 
and soles in black, brown, fawn and 
navy were priced at $1.95 a pair. 
In the women’s shoe department 
broken lots of women’s boots were 
offered for quick clearance at $8.85, 
$9.85 and $11.85. 


R.A.T.S.S. COMMITTEES 


Appointed at Weekly Association 
Meeting to Serve for 1920 


At the weekly’mieeting of the Roch- 
ester Association of Traveling Shoe 
Salesmen held at Powers Hotel on 
January 20, President Sam _ Vaisey 
appointed the following committees to 
serve during the coming year: Style 
Show Committee: Charles Helmar, 
Clarke B. Rowley, Asa J. Peck, Harry 
M. Joy, Frank Stevens, C. M. Mc- 
Carthy, W. J. Keefe, Frank Shafer, 
Clinton Hultgren, Wm. D. Byrne, Jack 
Galway, S. C. Gloud and Gene Connor. 
The chairman of the Ninth Semi-Annual 
Style Show will be elected at the next 
meeting of the Style Show Committee. 
Waysand Means Committee: Clinton L. 
Clark, chairman; D. Carhart, J. Castle, 
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Harry L. Jones, J. A. McCourt and 
P. J. Miller. 

Nominating Committee: D. D. 
Oster, chairman; P. J. Beatty, J. C. 
Berna, Geo. F. Stevens, J. E. Scofield, 
Frank J. Le Pine, and Charles Helmar. 
Publicity Committee: G. A. Schaub, 
chairman; S. Gloud and W. C. Goodger. 
Welfare Committee: Harry A. Chase, 
chairman; Chas. W. Anderson, and R. 
I. Seward of the “Boot and Shoe 
Recorder.”” Educational Committee: 
Gus A. Schaub, chairman; Ed. Evarts, 
C. W. Anderson, and J. P. Byrne. 
Membership Committee: Harry A. Joy, 
Fred S. Brill, and R. B. Leard. Auditing 
Committee: Roy F. Schneider, Frank 
W. Rice, and Ben Blythe; House Com- 
mittee: Charles H. Briggs, Harry J. 
Beatty and Gus Schaub. 


EMPLOYES’ SLEIGH RIDE 


George J. Wilson Factory Workers 
Make Merry 

About 100 employes of the George 
J. Wilson factory enjoyed a sleigh ride 
and luncheon one evening last week. 
The happy group of shoe workers 
and office staff were driven through the 
city and wound up the _ evening’s 
frivolity with dancing and a luncheon, 
which was served at one of the local 
hotels. 


MERCHANTS’ RUBBER PRICES 


Uniform Price List Adopted by 
Retail Shoe Merchants 

Members of the Rochester Retail 
Shoe Dealers’ Association adopted the 
following retail prices for rubbers and 
arctics at their weekly meeting held at 
the Rochester Chamber of Commerce: 
Men’s rubbers, $1.50; women’s rubbers, 
$1.35; women’s four-buckle arctics, $5; 
and women’s three-buckle arctics, $4.50. 
C. H: Helmbacher, of the Walk-Over 
Shoe Store, presided. 


New York City 


THE RETAIL TRADE 
Clearance Sales Continue 


The retail situation in New York 
show little change since the first of the 
year. Clearance sales continue with 
some of the largest retail merchants in 
town offering reduced prices to the 
public. Special sales are being run in 
all the Hanan stores and sharp re- 
duccions are being offered by the Regal 
and Walkover shops. Special offerings 
are made by all the department stores 
from time to time. The reductions on 
women’s high shoes are the most 


noticeable. Retail shoe merchants 
say that stocks of women’s high boots 
for the Winter season are large for this 
time of the year and that radical 
reductions have been necessary to clear 
away the stocks. 


EIGHTH PRICE LIST 


Issued by Head of Local Fair Price 
Committee 


Arthur Williams, head of the local 
fair price committee, has issued the 
eighth price list compiled from the news- 
paper advertising of reliable firms. The 
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Standard Shoe Materials 

















Colored 
Chrome 














Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
Creese & Cook Co. 25 Sout" Firest 


Tanneries at Danversport 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


cotors MAT KID 


95 South Street, Boston 








Manufacturers of 
Exclusively 
Fine Calfskins 


HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 











GUARANTEED 
TWO YEARS 


GORE Hub Gore means Quality and 
A Service, because the Best of 
Materials and Highest Skilled 

labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 

what to use and where to get it, 

is a part of “‘Recorder’’ service to 
merchants. 


























Where to Buy 


Engraving and Printing 

















—— 


Jig 


for Shoe Ca: 
ples which s; 





ATLANTIC PRINTING CO. 


Shoe. Printers 


Tear out this Sand mail for details of 
our Speci 'vinting Service for 
the Boot and Shoe Trade 


201 South’ Street, Boston, Mass. 
Telephone Beach 4960—4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











Where to Buy 


Shoe Cuts 




















orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 

Booklet, Catalog or Folder, if you place the 

printing with us; or we will Sell Electres at 
eac! 


SEND FOR FULL PARTICULARS 








N. H. GROVER CO., R 63, 161 Summer St., Besten 








EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


essive journal in the world pub- 
fished for the shoe mercbant. 
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prices on shoes quoted in the list follow: 
men’s, $6.95, $8.25, $9.75 and $10; 
women’s, $5.75, $6.75, $8.75 and $9.45; 
boys’, $3.24, $4.95 and $6.75. 

According to retail shoe merchants 
the fair price lists have had no effect upon 
buying and customers so far have re- 
frained from mentioning them to sales- 
men, so far as can be learned. 

A large number of retail merchants 
who attended the convention in Boston 
stopped off in New York on their way 
home, visiting the salesrooms of shoe 
manufacturers here. Many called at 
the shoe department of the Bush Ter- 
minal Sales Building. They bought 
heavily of the accessories and such lines 
as boudoir slippers and bathing foot- 
wear, but apparently were not anxious 
to place more orders for regular foot- 
gear. According to sales representa- 
tives in the building, the retail merchants 
already have ordered most of their 
Spring stocks and the question now is 
to get them delivered. Some of the 
representatives are still at their facto- 
ries. Little activity in selling Fall lines 
is expected before March or April. 

New lines recently added to the sell- 
ing service group in the Bush Terminal 
Sales Building include William Greilich 
& Son, manufacturers of spats and 
bathing shoes, Brooklyn, N. Y.; M. B. 
Martine, Inc., manufacturers of beaded, 
cut steel, rhinestone and metal buckles 
and spats, New York City, and the 
Gillette Rubber Heel Company, New 
York City. 


NEW SHOE STORE 


J. Glassberg Will Open at 290 Fifth 
Avenue 


J. Glassberg, retailer of short vamp 
shoes, who has been established for 
many years at 511 Sixth avenue,, will 
open a store at 290 Fifth Avenue about 
February 1. The new store will be a 
branch of the Sixth Avenue shop which 
will be retained. 


DEATH OF JULIUS BARTHMAN 


Who Exploited American-Made 
Shoes in Germany 


Julius Barthman, former proprietor 
of a chain of shoe stores in Germany, 
died last week at East Orange, N. J. 
Mr. Barthman was 71 years old. Be- 
fore establishing his business in 
Germany he conducted a retail shoe 
store in Broad Street, Newark, N. J., 
and was one of the leading merchants 
of that city. Several years ago he 
opened a chain of stores in Berlin, 
Hamburg and Frankfort-en-Main for 
the sale of American made shoes. The 
venture was successful up to the time 
of the opening of the war. When the 
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United States entered the conflict his 
sixteen stores were confiscated and 
Mr. Barthman returned to this country. 
He was born in Germany. 


DR. A. POSNER NEWS 


Bonus System Installed—Extensive 
Alterations Made 


The employes and officials of Dr. A. 
Posner, Shoes, Inc., this including the 
sales force, the shipping office, the 
executive department and the week 
workers at the factory, are all the 
beneficiaries of a recently installed 
bonus system, and under its workings 
received shortly after the first of 
January a very substantial bonus. 
This is in keeping with the spirit of the 
times and is indicative of the aggressive 
policies of the. house as well as its 1919 
prosperity. 

Another indication of the progress 
of the firm is the announcement that as 
soon as the very extensive alterations 
that are required can be completed, the 
New York sales rooms and executive 
offices, now located at 138 W. Broad- 
way, will move into the adjoining 
property, 140-142 W. Broadway and 
also 182 Thomas Street, the building 
being on the corner of the two thorough- 
fares. 

This change will give them twice as 
much room for both office and stock 
room purposes as they have at the 
present time and will enable them to 
segregate from the Dr. Posner line of 
shoes their hosiery department and 
their Yeomanette department. The 
sales staff and general offices will be on 
one floor, and will be arranged to 
greatly increase the efficiency of the 
force. 

Yeomanette Line 


The Yeomanette line is a newer 
addition to the line of the house and is 
a branded line of jobbed McKay, turns 
and welts for misses and children 
following in color and leathers, etc., the 
general lines of Dr. Posner shoes. The 
new line, however, is of medium priced 
goods, it is made for the firm under 
contract by several Eastern factories 
and is being introduced to their trade 
all over the country with marked success. 


AUSTERN SHOE COMPANY 


I. B. Austern, Former Shoe Traveler, 
Proprietor 


I. B. Austern, commonly known 
throughout the trade as “‘Billy,’’ who 
has covered New England, the South 
and Baltimore for the Concord Shoe 
Company for several years, and previous 
to that several years with A. J. Bates, 
has entered in business for himself under 
the name of the Austern Shoe Company, 
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at 62 Reade Street, New York, and will 
specialize in women’s novelties. Asso- 
ciated with him will be his brother, 
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Albert A. Austern, who has had many 
years’ experience in the retail shoe 
trade. 


Lynn 


LYNN’S SITUATION 


‘‘Safe and Sure’”’ Its Policy—A Sane 
Basis 


Lynn shoe manufacturers are follow- 
ing a “safe and sure” policy, keeping 
styles and sales down to a sane basis. 
They are solidifying their gains of the 
past years and show a disposition to get 
a strong business, rather than an ex- 
panded business. 

More Lynn manufacturers have at- 
tended national trade gatherings this 
month than in any former year, and 
they join in the nation-wide plans for 
the development of the shoe industry, 
and follow up said plans with much 
confidence. 


LYNN STYLES 


Vamps Shorter—Heels High—Dime 
and Quarter Toe 


French style shoes are selling in Lynn 
lines. Some have 234-inch vamps. A 
Lynn designer predicted January 1 
that three-inch vamps would come by 
Easter time. The three-inch vamp has 
already been passed. One manufacturer 
talks of 214-inch vamps. 

High heels go with the short vamps, 
and some new Louis heels are 214 inches 
high. 

A number of manufacturers prefer 
to stick to the 334 and four-inch vamps, 
some with Louis and some with 12-8 
military heels. These styles have been 
selling well for some time. 

The dime toe and the 25-cent toe 
are in the sample lines, and the 50-cent 
toe is mentioned. 


SOFTER LEATHER 


Kids and Suedes Fit the Present 
Styles 


Kids and suedes are much used in 
Lynn shoes these days. The styles 
favor them. The sailor, ankle tie and 
French patterns look best when made of 
the soft, light leathers. It takes a fine, 
flexible sole to go with these styles, too. 


NEW BROGUES 


Are Made of Enamel and White 
Buck Leather 


A brogue of French enamel leather, 
a genuine imported stock, is something 
new. So is a brogue of white buck 
leather. The regular brogues, however, 


are of boarded leather, calf or side, and 
fairly heavy stock. 


A TIP TO CLERKS 


The Heel Cannot Be Lowered—Let 
It Alone 


A last maker asks that shoe clerks 
do not undertake to lower the heels on 
French style shoes, made over new 
lasts, for the purpose of pleasing women 
who say that they like the toe, but think 
the heel too high. If the heel is lowered 
the tread line of the shoe is destroyed, 
and the shoe will quickly lose its shape. 


TIES AND BROGUES 
A French and a White Buck Brogue 


P. J. Harney Shoe Company has a 
French ankle tie, of patent and kid 
leather. The vamp is 234, and the heel 
is 214. A ribbon lace goes with it. 

Also, the firm has a broque of white 
buck leather with a full wing tip and 
perforations, a white welt and a white 
enamel heel. 


MORE WISE BUYERS 


They Want More Sensible Shoes 
That Fit Right 


Everett H. Dunbar, footologist, says 
there are more sensible buyers of shoes 
than ever before. . Educational ad- 
vertising is teaching thoughtful people 
the wisdom of wearing good shoes that 
fit right. Hence larger sales of better 
grade shoes. 


FOR CALIFORNIA 


Fine Shoes Sent There for Stars and 
Tourists 


Many of the finest shoes made in 
Lynn are sent to California, particularly 
to Los Angeles. The stars of the moving 
picture companies, and the tourists who 
throng to California in the Winter 
time, buy these good Lynn shoes. 


A SPANISH STYLE 


The Short Vamp Is not Thoroughly 
French 


Charles E. Wilson, Lynn manufactur- 
er, and student of footwear fashions, 
says that the short vamp shoe is a 
Spanish style. The Louis styles, the 
first of the distinctive French styles, has 
long vamps and high heels. The aristo- 








Where to Buy 


Miscellaneous 




















ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 
to latest fashionable and permanent cordovan 
shades. NO PAINT! 

Write us for full information. Send pair for 
“show me” demonstration. It will pay you! 

ALBANY SHOE REPAIRING CO. 
Recoloring Saemnete. 157 Kingston St. 
ton, Mass. 





| Tike mark of 


good shoe buckles 
ever since 1905 


L. ALTERSON & CO. Qari 


PHONE GREELEY GG6 


| 102 W 34 St., New York City N. Y. 





DISPLAY MEN 


Whatis “WIN-DECO”? 


100 uni wonderfully attractive, novel and dif- 
ferent fancy papers for windows (floor and back- 
ground), show cards, signs, show cases, advertise- 
ments,etc. Freesamples will prove it. 
WIN-DECO DISPLAY PAPER CO. 
93A Federa |St., Boston, Mass. Agencies Wanted 








SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDIN 
BRAID ON THE REEL 
MANUPACTURED BY 


H. W. RAMSAY & COMPANY 
77 BEDFORD STREET, BOSTON, MASS. 





“Manufacturer 
Fg A Sot VeImeS 
fxclusive ~ designs ~~ Wigh Or 
D. W. COULTAS CO. 


PAOVIDENCE F.4, 





Fox 2-Ply Shoe 
Sehr sty 


Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 








Accounts of Shoe and Leather Firms Solicited 








41 BEDFORD STREET, BOSTON 

















































Where to Buy 


Miscellaneous 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 
boots and Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 
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BENCH MADE 


BALLETS 
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CHICAGO 





















Where to Buy 


Shoe Polishes 
































Best In Thetr Class 


WAI TE Ke All 


CREAM UNBURNABLE 















for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO., Inc. 
PHILADELPHIA, PA 



















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 





















New York 
INFORMATION Miecvanes 
“Where to Buy” constitutes a 





source of knowledge so that he who 
runs through these pages may read 


—and learn. 

WANTED 
Where to Buy Srvies 
An extra editorial service to ‘Recorder’ 
readers, free for the asking, with authentic 
information on current problems 
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crats of old England, when they went in 
strong for styles, copied the French 
footwear fashions. 


$6.15 A SPOOL 


Shoe Threads Touch a New Price 
Peak F 
Lynn manufacturers are paying $6.15 
for a spool of 9600 yards of 24-4 cord 
thread, such as is used in closing’ back 
seams. That’s an advance of $1.23 
over the high prices of last year. Lock 
stitch threads, that sold at $2.35 a 
pound last year, now sell for $2.60. 
Just one instance of the larger costs 
of shoes are these thread prices. 


SUEDE CABRETTA 


A Style and Price Stock—Brown 
Leading Color 


Suede cabretta leather is appearing 
in several Lynn sample lines. Brown 
is the leading color among them. A 


- 


ERA OF PROSPERITY 


Scheduled for 1920—Local 
Men Optimistic 


Shoe 


That prosperity is in store for them 
during the coming year is the unani- 


mous opinion of Buffalo shoe merchants.. ° 


They say that never before was the out- 
look of Buffalo as bright as it is now. 
Many large industries are flocking to 
the city. Thousands of well-paid work- 
men, who will add to the trade of local 
shoe stores, are coming to Buffalo. 
Thousands of new homes and many new 
schools will be erected in the Queen 
City. This work, and extensive public 
improvements, will put millions of 
dollars into circulation and indirectly 
help the local shoe trade. There is a 
bright prospect that more of Niagara’s 
power will be harnessed and that this 
city will eventually become one of the 
greatest industrial centers of the world. 
Out-of-town capital has become in- 
terested in Buffalo. 

Local shoe men say that they will see 
this year what they long hoped for—a 
city coming into its own. They are al- 
ready making early plans to have plenty 
of goods, the right selling methods, 
efficient sales forces and superior win- 
dow displays so they will be able to take 
care of increased trade this year. 


MORTON SHOE SYNDICATE 
Recently Opened at 637 Main Street 
—Hosiery Department 


Men’s, women’s and_ children’s 
hosiery is featured in the store recently 
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cabretta skin spreads out six feet, and 
costs about $5. A cutter can easily 
get a pair of high boots from it, re- 
quiring 3% feet of leather. The cost of 
it will be about $2.80. This is a low 
price for uppers, comparatively speak- 
ing. Uppers of other leathers cost 
from $3 to $5, according to the grade of 
the stock. 


$360 PER CASE 


**So Handle With Care”’ Says Lynn 
Manufacturer 


“See that case of shoes’ exclaimed 
a Lynn manufacturer. “It’s worth 
$300. And there’s a lot more like them. 

“T tell you, that with shoes worth 
money like that, we’ve got to handle 
them with care. They’re merchandise 
as substantial as bonds, the man who 
tries wild cat speculation in them— 
well, we’d rather not do business with 
him.” 


Buffalo, N.Y. 


opened by the Morton Shoe Syndicate 
at 637 Main Street, Buffalo. The 
hosiery department is at the front of 
the establishment and has a complete 
stock at popular prices. This store is a 
newcomer in Buffalo and is one of the 
largest of its kind in the city. The first 
floor and basement are stocked with a 
fine variety of well-arranged footwear. 
Buffalo’s retail trade is steadily moving 
uptown, so that the location is in the 
heart of a prosperous business section. 
The advantage of handling a complete 
line of findings is not overlooked by the 
company. 


CLEARANCE SALES 


Conducted by Hanan, Watters Boot 
Shop and Hengerer 


Fewer clearance sales of footwear 
have occurred this Winter than hereto- 
fore. One drive of this kind was 
recently conducted by Hanan & Son. 


_ Two thousand pairs of women’s shoes 


were included in the lot. The range of 
prices were: shoes, $6.85 to $18.40; 
slippers, $2.85 to $5.85; skating shoes, 
$5.00 to $8.00; carriage boots, $5.50 to. 
$8.00 

A Mid-Winter sale is also being con- 
ducted by Watters Boot Shop. 
Women’s boots at $6.85 to $8.45 and 
men’s boots from $6.85 to $7.95 are 
featured. 

The William Hengerer Co. recently 
held a clearance sale of women’s $13.00 
and $14.00 boots at $9.95. It was ex- 
plained that the size range was not com- 
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THE FIRST SHOWING OF 
THESE DECIDEDLY NEW 
EFFECTS. GRACEFUL AND 
NEAT WITH LONG ARCH 
AND FOREPART, VERY MOD- 
ERN LASTS. 


BROOKLYN 
MADE 


IN STOCK NOW QUARTER OVER TONGUE 
: PUMP 


No. 2020 Pat. Colt AAtoC $ 9.50 
No. 2021 Mat Kid AAtoC 9.50 
No. 2022 Black Suede AAtoC 10.00 


Turns, 4-inch Vamp 
19/8 Full Louis Covered Heels 


THE CROSS BAR CARRIES 

THE SHORTER VAMP OPEN 
CROSS BARS TO THROAT, GIVING 

No. 2026 Pat. Colt AAtoC $10.00 AMPLE INSTEP ROOM. 

No. 2027 Mat Kid AAtoC 10.00 

No. 2028 Black Suede AAtoC 10.50 


Turns, 314-inch Vamp 
19/8 Full Louis Covered Heels 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET : - PHILADELPHIA 
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Heel, Admiration Last. 
R ~~" Blucher, 9.8 Inch 
Last. . 
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All Styles Carried Unbranded and “Crawford” 





R 2651—Gun Metal Seamless Blucher, 9-8 Inch 


R 2655—Gun Metal English Bal, Dictator Last . $7.25 
R 2656—Cherry English Bal., Dictator Last. 


CHARLES A. 
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HE “Crawford” Shoe has won a reputation 
for excellence throughout the country. It 
is a profitable line to retail because of its 

uniform goodness. Our lasts are selected with 
care and only accepted after style and fitting 
qualities have been approved. You cannot go 
wrong in making your store a “Crawford’’ store. 
Every support is given our customers in the way 
of sales helps. Let’s see if we cannot get to- 


gether. A trial order on stock styles will start 


something for you. 


7.50 
Heel, Admiration 
. $8.25 






IN 
STOCK 
STYLES 


R 2606—Black Vici Kid Foxed Blucher, Broad 


. $8.00 Half Rubber Heel, Pilgrim Last.............. $8.85 


A few of the styles that are selling best now 
Don’t delay your order 


EATON COMPANY 


“The Sterling Shoemakers of New England” 
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BROCKTON, MASS. 
= BOSTON--183 Essex St. ATLANTA—238 Peachtree Arcade 
= NEW YORK—-127 Duane St. DETROIT—461 Book Bldg. 
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plete but there was a good range of 
sizes in the lot. The styles included 
patent vamp with fawn cloth or black 
buck top; brown calf, with beaver 
cloth top, etc. 


A TRADE INCREASE 


Hengerer Says 1919 Business Shows 
Three-Fold Growth 

E. L. Hengerer, president of the 
Hengerer Co., said that the trade of that 
concern had increased three-fold in the 
past year. 

“So far as I am able to learn, practi- 
cally every department store in this 
city has done an unprecedented busi- 
ness,” he said. ‘‘Collections have been 
exceptionally good and there has been 
a tremendous increase in transactions. 
The merchants, generally, have ex- 
perienced considerable difficulty in 
securing the type of labor to suit de- 
partment store needs and the right 
kinds of merchandise. These condi- 
tions, however, are steadily improving 
and, in all probability, within the next 
few months, conditions will have ad- 
justed themselves to more normal 
degrees. 

“Prices have been high—abnormally 
high—as most everyone knows, but the 
high prices have not been brought about 
by the retail merchant,’ continued Mr. 
Hengerer. ‘“‘Competition is too keen 
in the retail trade for any merchant to 
attempt to profiteer. Retail profits 
have been cut to the lowest possible 
level—in fact, the gross profit of the 
average retail merchant, so far as I am 
able to learn, is slightly less than it was 
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during the pre-war days. Competition 
has made it so. 

“I believe that high prices will con- 
tinue for several months.” 


’ STORE ITEMS 


Statement by E. Karl of J. N. 
Adam & Co. 


F. J. Scott has been appointed assist- 
ant to E. Karl, buyer of men’s hosiery 
and kindred lines at J. N. Adam & Co.’s 
department store. 

“‘We have a good demand for men’s 
wool socks in heather mixtures at $1.00 
to $1.50 a pair,”’ said Mr. Karl. ‘Other 
fancy lines are also big. One reason is 
that the young fellows grew tired of 
wearing plain colors in the army and 
they now like a change.” 

In J. N. Adam & Co.’s January sale 
of women’s boots, three popular num- 
bers were featured at $6.75, $8.75 and 
$10.75 respectively. 


OTHER NEWS 


At Store of Oppenheim, Collins & 
Co. 


I. C. Kantrowitz, branch manager of 
Oppenheim, Collins & Co., which has a 
complete shoe department, was re- 
cently elected a 1920 director of the 
Buffalo Chamber of Commerce. He is 
also president of the Buffalo Retail 
Merchants, Association. 

Oppenheim, Collins & Co. recently 
sold 800 pairs of women’s high boots 
at $5.90. They were new models in 
black glace kidskin and patent leather 
with black cloth tops. 


Denver 


1920 PROSPECTS BRIGHT 


A Good 1919 Business—Broadhurst- 
Young Remembers Employes 


Retail shoe merchants in Denver re- 
port that 1919 was a good business 
year, but that 1920 gives promise of 
being even better. 

Christmas presents of checks ranging 
from $10 to $400 were distributed at 
Christmas time by the Broadhurst- 
Young Shoe Company, of this city, to 
its employes. The amount given, ac- 
cording to Ralph M. Broadhurst, de- 
pended on the length of service, amount 
of sales and the value of the employe to 
the institution. 


RETAIL STORE NEWS 


The Fashion Quits Business—Fon- 
tius Adds Hosiery Department 


The Fashion Boot Shop, 933 Fifteenth 
Street, this city, has quit business and 


the entire stock of the store has been 
purchased by the Michaelson store, of 
Fifteenth and Larimer Streets, Denver. 

The Fontius Shoe Company, Denver, 
has opened a hosiery department at 
its store. The Fontius people have, for 
some time, realized that such a de- 
partment would increase the business 
of the store and since the opening of the 
hosiery department, their expecta- 
tions have been lived up to in every 
way. 

A STORE PURCHASE 


P. & W. Shoe Store, Trinidad, 
Burned 


Ralph N. Booth, formerly of Baggs, 
Wyo., has purchased the Ackerman 
store at Loveland, Colo. The estab- 
lishment carries a stock of dry goods 
and has a large shoe department. 
Hereafter it will be known as the 
Booth Stores Company. Mr. Booth is 
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at this time in the East on a buying: 
trip. 

The P. & W. Shoe Store of Trinidad, 
Colo., was totally destroyed by fire: 
recently. The entire stock of shoes to- 
gether with furniture and fixtures were: 
burned. The fire, which occurred early 
in the morning, was believed to have 
started from a spark from the flue. 
Jesse C. Caldwell, of the firm, says the 
greatest loss will come from the in- 
ability to replace the stock because of 
the conditions of the shoe market today. 
The stock was insured. 


DEATH OF MERCHANT 


William A. Fitton Prominent in Re- 
tail Shoe Business 


William A. Fitton, widely known 
Denver shoe merchant, died re ently 
in this city, following an accident when 
he slipped and fell upon the ice in front 
of his home. Mr. Fitton broke his hip 
when he fell on the ice, but was suffi- 
ciently recovered to leave his bed the 
day before his death. The following 
morning, when he stepped out of bed, 
he dropped dead. Mr. Fitton was born 
in Hamilton, Ohio, 47 years ago. He 
was engaged in the shoe business in 
Denver for 15 years, before going to 
Salt Lake City, where he was manager 
of the Walk-Over shoe store. He re- 
turned from there last June, and opened 
the Carson-Fitton Shoe Company, at 
525 Sixteenth Street, this city. He is 
survived by his wife, his father, Thomas 
Fitton, and one brother, S. D. Fitton, 
both of whom live in Hamilton, Ohio. 


A $40,000 BUSINESS 


Transacted by A. N. Humphries 
Mercantile Company, Montrose 


The A. N. Humphries Mercantile 
Company, of. Montrose and Paonia, 
Colo., reports that during the past year 
it has done a $40,000 shoe business. 
Montrose and Paonia are small towns 
with a combined population of some- 
where around 4,000. Recently one of 
the Humphries newspaper ads con- 
tained this paragraph, “Bring your mail 
order catalogue with you. We will 
show you where we can save your 
dollars, and you don’t have to buy 
your merchandise sight unseén.”’ 


NEW STORE 


A. M. Harris Shoe Company, Mont- 
rose, Located in Same 


The A. M. Harris Shoe Company, 
Montrose, Colo., is now located in its 
new store at 417 Main Street. A large 
shipment of new shoes has just arrived, 
giving the firm a nice stock of footwear. 
with which to go after 1920 business. 
Part of the shipment consisted of new 
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kid oxfords for Spring, with medium 
Cuban heels, long, trim vamps and a 
good fitting last. Shoes at the Harris 
store range in price from $2.75 to $16.50. 


COLORADO BRIEFLETS 


On Style—On an Election and 
Business 


During the present Winter, Denver 
has enjoyed much warm, Spring-like 
weather, which has caused a good sale 
of oxfords—especially to women. The 
later cold weather has increased the 
spat sale to be worn with these oxfords. 

The standing committees of the 
Colorado Springs Chamber of Com- 
merce for the ensuing year have been 
announced. On the House and Enter- 
tainment Committee are two shoe men 
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of Colorado Springs—Sam J. Deal of 
the Deal Shoe Company and Frank F. 
Wulff, head of the Wulff Shoe Com- 
pany. Taylor Thompson, of the Vorhes 
Shoe Company, is a member of the 
Tourist Travel Committee. 

The R. & J. Hendrix shoe store, 1625 
Champa Street, Denver, is at this time 
conducting a reduction sale of shoes. 
Business is reported good at the Hen- 
drix store. 

IN TEXAS 


Dallas Headquarters for Florsheim 
Shoe Store Company 


Permit to do business in Texas has 
been granted the Florsheim Shoe Store 
Company of Chicago. Dallas will be 
the Texas headquarters and W. M. 
Mannefeld will be in charge. 


West Vireinia 


NEW CORPORATION 
Will Take Charge of Parkersburg 
Shoe Factory Plant 


A charter has been granted by the 
Secretary of State to Graham Brothers 
Shoe Company, of Parkersburg, W. Va., 
to operate a shoe factory; capital 
stock, $500,000; incorporators, T. E. 
Graham, C. D. Bumgarner, O. D. 
McGrew, T. E. Graham, Jr., and G. E. 
Graham, all of Parkersburg. 

The corporation has been formed for 
the purpose of taking over the Graham- 
Bumgarner shoe factory of Parkers- 
burg, which will be operated by the 
new company, while T. E. Graham will 
remain at the head and manage the 


business of the Graham-Bumgarner 

Shoe Company’s wholesale house. 
The new company contemplates an 

enlargement of the business. 


ATTEND CONVENTION 
Clarksburg Retail Shoe Merchants 
Go to Boston 

John D. and Charles Livingstone of 
Livingstone Brothers’ shoe store of 
Clarksburg, W. Va., attended the 
Ninth Annual Convention of the Na- 
tional Shoe Retailers at Boston, Mass. 
They reported that it was the largest 
Retail Shoe Convention ever held in 
the United States; particularly were 
they interested in the exhibiting of the 
new Spring styles. 


San Francisco 


SPIRIT OF OPTIMISM 


Prevails for 1920—The Best Year 
Ever Closed 

San Francisco shoe merchants, after 
closing one of the best years in the his- 
tory of the business, are now looking 
forward into the new year with the same 
optimism which was so well realized 
in 1919. Immediately after the Christ- 
mas holidays the semi-yearly sales were 
launched and the week between Decem- 
ber 25 and first of January totaled up a 
surprising volume of sales on reduced 
goods. 

LOW SHOE YEAR 
Predicted Few High Boots Sold This 
Winter 

The consensus of opinion among 
local merchants is that 1920 for the 


Spring, at least, is going to be a strictly 
‘“‘low-shoe”’ year. Comparatively few 
high boots have been sold this Winter, 
although there have been several spells 
of unusually cold weather in which 
spats have served for warmth, worn with 
various styles of pumps and oxfords. 


FASHION NOTES 


As to Lasts, Heels and Hosiery 


The influence of the French last is 
steadily growing, also resulting in a 
tendency toward the rounder and 
shorter toed shoes.- The Baby Louis 
heel is finding favor with a fair amount 
of feminine purchasers, but it can 
hardly be said that the lower heel is 
taking the lead in popularity. In ad- 
dition to a heavy demand for shoes of 
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fancier type for evening and dressy 
wear, the present vogue of short skirts 
is again bringing those into prominence. 
Fancy weaves, many of them with lace 
inserts in black as well as light colors for 
formal evening wear, are the craze of 
the hour, and practically every boot 
shop catering to trade of this sort has 
added a hosiery department with fine 
results. 


BROGUES A FAVORITE 


Cordovans of Dark Tans Are in the 
Lead 


According to Russell Werner, mana- 
ger of the men’s department in the Walk- 
Over shop, the demand for light tans 
is not as great as anticipated. The 
darker browns are still the preference 
and there is a decided tendency to- 
ward boots of sturdy, mannish ap- 
pearance. Brogues are going very well 
just now, Mr. Werner says, the cordo- 
vans of dark tones in the lead, and he 
also mentioned that 90 per cent would 
not be an exaggeration in averaging the 
call for low shoes. These low brogues 
are usually worn with heather-toned 


wool hose. 


CONVENTION VISITORS 


Frank Werner of Walk-Over and 
Alfred Katschinski 


Frank Werner, head of the Walk- 
Over shop and president of the Cali- 
fornia Retail Shoe Dealers’ Association, 
attended the convention at Boston and 
spoke on the “Importance of Retail Shoe 
Advertising.” Mr. Werner finished his 
trip with a visit to Brockton, where the 
annual Walk-Over convention was the 
same week as the N. S. R. A. Con- 
vention. Mr. Werner addressed the 
various Walk-Over dealers on “Re- 
tailing High and Low Priced Shoes.” 

Alfred Katschinski of the Philadel- 
phia Shoe Company and secretary of 
the State Association was another San 
Franciscan who attended the Boston 
Convention. 


AT THE EMPORIUM 


Employes Pleased at Shorter Hours 
—Buyers in East 


The Emporium Shoe Department 
employes are delighted at the change in 
working time which has been accom- 
plished with the inauguration of shorter 
hours. The entire store opens its doors 
at 9 a. m. and closes at 5.30 p. m., there- 
by giving the employes about three 
extra hours per week for rest and rec- 
reation. 

H. Grossman, who is now in charge 
of the women’s upstairs shoe depart- 
ment in the Emporium, is in the East 
on a purchasing trip. With him are Mr. 
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Marks, buyer for the basement shoe 
department, and Miss Katherine Roche, 
buyer for the children’s department. 


NEW SHOE STORE 


Opened by Tieburg Bros. at 2528 
Mission Street 


A new store has been opened in the 
mission district, 2528 Mission Street, 
by Tieburg Bros., proprietors of the 
Royal Shoe Company of San Francisco. 
Mr. Hildebrand, former manager of 
the Royal store in Seattle, Wash., is in 
charge of the Mission branch. 


FRANK WRIGHT DEAD 


Long a Member of Local Retail Shoe 
Trade 


Frank F. Wright, who, a number of 
years ago, conducted the Walk-Over 
Shoe Store in San Francisco and who has 
been identified with the local trade 
since before the fire, passed away on 
November 30 from the results of an 
attack of neuritis. Mr. Wright was 60 
years of age at the time of his death 
and is survived by his widow and 
one son. 


GOLDEN GATE BRIEFLETS 


A Group of Interesting Items of 
Men and Events 


A recent visitor in San Francisco was 
M. F. Baker, Northwestern representa- 
tive for E. T. Wright & Co. 

Sincere sympathy is extended to 
Harry Buell of the Berkeley shoe shop 
of Garwood & Buell, on account of the 
recent death of his wife. 

Charles Reedy, manager and buyer 
of the shoe department of Hale Bros. 
of San Francisco, returned the early 
part of December from his regular 
Eastern pilgrimage. 

Julian Rogers, who is a member of 
Rogers Shoe Company of this city and 
Boston, has received congratulations 
from his many friends and business 
associates upon his engagement to Miss 
Miriam Blumenthal of San Francisco. 
Mr. Rogers is now in charge of the 
Boston office, so the couple will make 
their home in that city. 

W. B. Johnson, representative for 
the Red Wing Company of Red Wing, 
Minn., in northern California and the 
Northwest, was in San Francisco during 
the early part of December. 

The Deering Bros. Shoe Store on the 
corner of Post and Fillmore Streets, 
San Francisco, has been purchased by 
J. Frank Mail, well known Pacific 
Coast traveler who has been identified 
with the Irving Drew Shoe Company 
for some time past. 

The Gunnerson Shoe Company has 
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been incorporated in Los Angeles, Cal., 
with a capital stock of $500,000 by A. 
M. Armer, M. Hirsh, Philip Alexander 
and Ben Malsi. 

The Model Shoe Company of Twin 
Fall, Idaho, is now known as the 
Barber Shoe Company. 

The Seattle firm formerly known as 
Symonds & Peters has been succeeded 


by the Symonds Shoe Company, Inc. 

The Ingalls Shoe Company of Berke- 
ley, Cal., has applied for dissolution. 

Permanent sample rooms for Mc- 
Elwain, Hutchinson & Winch of Boston 
have been opened in the New York 
building, Seattle, by Fred Swain, the 
company’s representative in the Pacific 
Coast section. 


Philadelphia 


REDUCTIONS CONTINUE 


Clearances Going on in Three- 
Fourths of City’s Stores 


Probably three-fourths of the retail 
stores inthis city are still clearing their 
stocks or some portions of them. 

New offerings, however, are becoming 
increasingly prominent in the window 
displays and the fitting rooms, and there 
is nothing like the volume and selection 
in reductions available to the public 
that there was a week or two ago. But 
in considering the stocks which do 
remain to be cleared, it is only fair to 
say that a great many of the stores did 
not start their sales until comparatively 
late, some of them not until the latter 
part of this month. 

The Fred L. May stores have begun 
their ‘‘Mid-Winter’’ reduction sale, 
featuring a limited stock of Stacy- 
Adams patent colt shoes selling for $12, 
though valued at $20 on the basis of the 
market. 

SEEK LEATHER 


Many Buyers from West and State 
Visit Local Market 


Among buyers who have recently 
visited the Philadelphia leather mar- 
kets are: A. C. Best, of the New Oxford 
Shoe Company, New Oxford, Pa.; W. 
T. Willets, of the Willets Shoe Com- 
pany, Halifax, Pa.; F. C. Church, of 


the F. C. Church Shoe Company, St. 
Louis; Harry Haas, of the Haas-Berger 
Shoe Company, Allentown, Pa.; John 
Smith, of W. E. Davis & Co., Boston; 
Frank Brown, of the Walkin Shoe Com- 
pany, Schuylkill Haven, Pa.; F. S. 
Brown, of the A. E. Brown Shoe Com- 
pany, Orwigsburg, Pa.; D. Landis, of 
the J. Landis Shoe Company, Palmyra, 
Pa.; G. Julow, of the Hamilton Brown 
Shoe Company, St. Louis; G. Shanklin 
of the Brown Shoe Company, St. Louis, 
and T. Moreno, of the International 
Shoe Company, St. Louis. 


WEATHER HANDICAP 


Unprecedented Ice and Slush Hold 
Shoppers at Home 


Up to a certain point, wet weather 
may be relied on to increase shoe sales. 
The weather which Philadelphia ex- 
perienced last week went beyond this 
point. Snow, rain, hail and freezing 
temperatures at night, in one of the 
longest-continued spells of bad Winter 
weather the city has ever experienced, 
served to make the streets veritable 
seas of slush or sheets of solid ice. The 
result was a slowing up of business that 
was marked in every line except rubber 
goods. But even with smaller crowds 
than usual visiting the shops, there was 
a decided increase in the demand for 
rubbers, arctics and boots. 


Manchester 


their various Manchester factories, but 
will also display shoes of different styles 
and leathers, the majority of which are 
designed for trade in European coun- 
tries. 


EXHIBITING IN FRANCE 


McElwain and Hoyt Companies 
Seek Share in Foreign Trade 


W. H. McElwain Company and the 
F. M. Hoyt Shoe Company are among 
the 22 American Shoe exhibitors at the 
Lyons International Sample Fair to 
be held at Lyons, France, March 1 to 
16. 

Both of these two shoe industries will 
display not only a complete line of 
samples, representing production of 


BROWN-EDWARDS COMPANY 


Name of Haverhill Firm Buying 
Factory Located in Epping, N. H. 


A Haverhill firm, Theodore H. Le 


Bosquet, William P. Moore, Walter 
Brown and Charles B. Edwards, have 
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bought the shoe factory at West Epping 
formerly occupied by C. O. Timson. 
The new company will make turn shoes. 
The firm will be known as the Brown- 
Edwards Company. 


MID-WINTER SESSION 


Hoyt Salesmen Called to Factory 
Conference—February 9-11 


All salesmen for the F. M. Hoyt Shoe 
Company have been called to the fac- 
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tory, to attend the mid-Winter con- 
ference which opens at the factory 
on February 9, and will continue until 
February 11 inclusive. During this 
session many facts, pertinent to the 
Hoyt products, will be discussed and 
pointers given the force for their Spring 
and Summer work. 

Officials of the company will un- 
doubtedly arrange for a series of talks 
in which will be included addresses on 
leathers, lasts and styles. 


Atlanta 


OPTIMISTIC OUTLOOK 


Wholesale Shoe Merchants Report 
a Successful 1919 

Atlanta wholesale shoe dealers in- 
terviewed regarding business for 1919 
and the prospects for 1920, all report 
that the year just passed was the most 
successful the shoe business has ever 
enjoyed throughout the South, with the 
1920 outlook forecasting another ban- 
ner year. 

C. J. Sullivan, of the M. C. Kiser 
Company, said that he fully expected 
1920 to prove even better than 1919, 
and that, in anticipation of a heavy de 
mand for shoes throughout the entire 
year, the company had purchased large 
stock to take care of this demand. 


A PREDICTION 
By C. J. Sullivan of M. C. Kiser 
Company 
“‘We have never stood on the thresh- 
old of a new year and seen such good 
prospects as we face this year,’’ Mr. 
Sullivan said. “Everybody has plenty 
of money and the demand for high- 
grade merchandise is going to continue 


unusually strong throughout the year. 
Everybody feels good and everybody 
is full of optimism. Therefore I pre- 
dict that 1920 will be one of the most 
prosperous years that the South has 
ever known. Our January business has 
started with a rush, and the shipping 
force has been working overtime to get 
the orders started that were sold for de- 
livery the first of the month. Our 
salesmen are all out on the road again 
and we expect orders to start pouring in 
very shortly from every section of the 
Southern territory we cover.” 


A STRONG STATEMENT 
J. K. Orr Says Prospects Are Bright 


J. K. Orr, of the J. K. Orr Shoe Com- 
pany, said: ‘‘We have finished taking 
stock and are ready to put on the best 
year’s business in the history of this 
organization. Our salesmen are back 
on the road again, and the prospects 
are that Red Seal shoes will go strong 
all over the South this year. Virtually 
every retail merchant in our territory 
enjoyed during 1919 his greatest year, 
and widespread optimism.” 


Minneapolis 


PROSPERITY THE KEYNOTE 


Shoe Trade Looking Forward to 
Record-Breaking 1920 


Prosperity, in every line of the boot 
and shoe business, is universal among 
Twin City dealers, who, both wholesale 
and retail, are unanimous in expressing 
enthusiasm over last year’s trade and 
optimism as to the prospect for 1920. 
Without exception, local firms show 
heavy increases for 1919 over the year 
preceding, some even producing evi- 
dence of an increase of 100 per cent 
or more. Especially was this great 


volume noticeable in the accessory lines, 
spats, slippers, pacs, moccasins and, 
above all, rubbers and arctics, which 
last, it would seem, are only beginning 
to be appreciated by our city dwelling 
people, especially women, as a real pro- 
tection and comfort during the severe 
Minnesota Winter weather. 

Many retail merchants are perfecting 
plans for enlarging their sales and 
storage quarters, jobbers are expanding 
their lines and their sample rooms, and 
every indication points to a record- 
breaking volume of business for 
1920. 
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AT BOSTON CONVENTION 


The Home Trade Shoe Company 
Well Represented 


The Home Trade Shee Company 
was well represented at the Boston 
convention. Those attending were O. E. 
Wieseke, secretary of the company; 
Gordon Bates, E. J. Gagnon, ladies’ 
buyer, and Frank Whitman, men’s 
buyer. E. C. Bates, president, is busy 
making plans for enlarging the store; 
the company contemplates taking over 
additional space in the upper floors of 
the building it now occupies. 


M. COHEN ILL 


Manager of Wear-U-Well 
Company at Hospital 


Shoe 


M. Cohen, manager of the Minneap- 
olis Wear-U-Well Shoe Company store, 
is recovering from a severe operation 
at St. Joseph’s Hospital in St. Paul and 
may not be at work again for several 
weeks. In his absence, the store is being 
managed by G. E. Schroeder of the St. 
Paul branch. 


BOWLING NEWS 


Efforts Made to Form Twin City 
Bowling League 


Recently the Douglas Shoe Com- 
pany bowling team, in a well-contested 
match, defeated the team from the St. 
Paul Douglas store. A return match 
was scheduled for January 19 and 
efforts are being made to form a Twin 
City Bowling League, including the 
leading shoe store teams from both 
cities. 

The second half of the season of the 
Minneapolis Shoe Retail League is well 
under way and the teams are well 
bunched. The Regals have been re- 
placed by bowlers from the shoe de- 
partment of the Model Clothing Com- 
pany. In the first half, the Regals won 
high honors after a close finish, with the 
Sorensens second and the Douglas’ 
third. Members of the league are highly 
enthusiastic and report an enjoyable 
time at each session. 


AT KIMBALL STORE 


A. A. on Trip—Extensive Improve- 
ments Planned 


A. A. Kimball is away on a trip after 
spending a few days in Chicago and in 
Boston attending the Convention, and 
will visit New York and Rochester be- 
fore returning home. 

J. H. Voll, who is managing the store 
during Mr. Kimball’s absence, is super- 
vising an extensive scheme of re- 
decorating. New advertising signs in 
Spring colorings are appearing and the 
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Infant’s Turn Shoes 


THE KIND YOU’RE 
LOOKING FOR 


ya JUST WHAT YOU NEED TO 
HELP BUILD UP YOUR TRADE 
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In Stock Now—Nature Lasts— Order Today 


REGULAR HEIGHT 


711—Patent Foxed White “Kid” Top Button 
700—All Dongola Patent Tip Button 
721—Golden Brown Lace 

701—Golden Brown Button 

710—Patent Foxed Mat Top Button 
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PONY CUTS 
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1001—Golden Brown Top Patent Vamp and Foxing Button 

1021—Golden Brown Top Patent Vamp and Foxing Lace 3.00 
1023—Field Mouse Top Patent Vamp and Foxing Button . 3.00 
1031—Field Mouse Top Patent Vamp and Foxing Lace . 3.00 
1041—Ecru Top Patent Vamp and Foxing Lace : 3.15 
921—All Tan Kid Lace . 3.15 
940—Patent Foxed Mat Top Lace . — 


950—All White Buck Lace 
“B & P” FIRST WALKS 


(Baby’s First Turn Shoes) 


500—(Special Grade Sizes 2-5)—Black Kid Button 

511—(Special Grade Sizes 2-5)—Patent Foxed White Kid Top Button 

400—All Black “‘Kid” Button (1-5) 

422—New Patent Fox Mat Top Button Fat Baby’s Shoes (1-5) ........... cece eee e eee eee eeeeee 
663—New Patent Three-Strap Roman Sandal (1-5) 

640—All White “Kid”? Button with Tassel... 

614—Patent Vamp Gray “Kid” Top Button with Tassel 


Terms 5%, 10 Days, F. O. B. Oswego, N. Y. 
“B & P’’ Turn Shoes Are built on new and ‘‘Roomy Lasts.” 
We also have several styles of Infants’ Hand-Made Moccasins and Soft Sole Shoes in Stock. 
Write for Descriptive Price List 


Factory 1 offers to the trade, Boot Socks and Foot 
Comforts (Double [Eiderdown Slumber Slippers). 
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Factory 2 offers to the trade, Infants’ Soft Sole and Turn Shoes 
and Hand-Made Moccasins 


The ““B & P”’ Footwear Co., Inc. 
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latest window displays, including the 
popular hanging glass shelves, are being 
installed. The Kimball store is ex- 
panding rapidly and has absorbed more 
and more space on both ground floor 
and basement. of the Loeb Arcade 
Building. According to Mr. Voll, the 
last year’s business has shown such a 
tremendous increase that further ex- 
pansion is becoming necessary and is 
being tentatively planned. 


NEW WAREHOUSE 


To Be Opened by Sawyer Boot & 
Shoe Co. July 1 


A notable addition to Minneapolis 
distributing facilities is the warehouse 
which the Sawyer Boot & Shoe Com- 
pany, of Bangor, Me., will open here 
about July 1. According to J. M. 
Sprague, the company has options on 
several suitable buildings and. will 
make a choice and begin the necessary 
remodeling immediately. No expense 
is to be spared to make this the finest 
and most complete distributing plant 
in the territory; equipment for handling 
the entire trade, in rubbers, for the 
West, of the Sawyer Company will be 
provided. In the meantime, the office 
and display room, in the Boston Block, 
are being redecorated and refurnished 
complete, by Boutelle Bros., in quarter- 
sawed oak with the most modern equip- 
ment and display cases. 


Some Statistics 


The Minneapolis agency distributes 
the Sawyer lines for the entire country 
from Ohio west, including the Pacific 
Coast. The Sawyer Company now 
manufactures welt pacs for the sporting 
goods trades as well as its own soft 
soles and firsteps, having recently ac- 
quired possession of the Stevens Soft 
Sole Company. In addition, Mr. 
Sprague is distributor of the Hiawatha 
moccasin. He says that this entire 
line was sold up on July 1 of last year 
and the prospects for 1920 are the same. 
Unsolicited orders for 2000 dozen 
Hiawathas have already come in by 
mail, before the salesmen have started 
on their trips. 


Salesforce Increase 


The Sawyer Boot & Shoe Company 
is planning to increase its salesforce on 
July 1. The salesmen now employed 
held a meeting here on January 17 and 
left for their respective territories on 
January 18. 

Mr. Sprague has for some time been 
busy in planning an unusually elab- 
orate display for the style show of the 
Northwestern Shoe Travelers’ Associa- 
‘tion, to be held in March. 
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Brockton 


PREPARING FALL SAMPLES 


Concerns Are Ready for the Coming 
Season 


Samples of styles in men’s and wom- 
en’s welt footwear for the Fall season 
of 1920 are now being prepared by the 
Brockton shoe manufacturing concerns 
and will soon be in the sample trunks of 
their traveling representatives. Ad- 
vance indications from retail buyers are 
to the effect that an early buying season 
is in prospect, and that while some are 
well supplied with goods for immediate 
delivery many have made up their 
minds to place Fall orders as soon as 
salesmen make their appearance with 
new samples. Scarcity and high prices 
of various materials will have a con- 
siderable influence among merchants in 
placing orders as early as possible. Few 
changes are to be noted in the Fall 
styles. Some of the lasts will have 
shorter vamps and smaller top measure- 
ments, with little wider and more 
rounded toes. Several lasts of this de- 
scription will be shown by local manu- 
facturers. The longer vamps which 
have been such prime favorites dur- 
ing the past year will continue to be 
featured as heretofore. There is a 
tendency toward shorter vamps, though 
nothing radical will be attempted in the 
showing of Fall samples. 


ENLARGED FACTORY 


T.ocal Concern Now Increasing Its 
Production 


.U. S. Marshall Company, maker of 
the ‘“‘Marshall”’ line of men’s fine welts, 
is now occupying the addition to its 
plant which has been under construction 
during the past six months. The new 
part is entirely of mill construction, 
making the side walls practically one 
entire sheet of glass and throwing day- 
light into every part of the rooms. The 
upper floor has the saw-tooth skylight, 
while all the ceilings are treated with 
white glazed paint, thus reflecting every 
possible ray of light which enters the 
rooms. The length of the enlarged 
factory is 242 feet and the production 
under the increased facilities will be ap- 
proximately 1,500 pairs of men’s fine 
welts. More could be produced, but 
the plan is to maintain quality in place 
of striving for quantity production. 
C.S. Marshall, president of the concern, 
says: “The enlargement of our factory, 
which is now practically completed, is 
for the benefit of our customers in order 
that their goods shall be made under the 
best conditions and delivered as 


promptly as possible. We feel sure 
that, with our new enlarged plant, we 
will be able to serve our customers to 
better advantage than ever before.” 


VISITING RETAIL MERCHANT 


Represents an Old-Established Con- 
cern 


M. L. Williams of P. L. Williams 
Sons, Sharon, Pa., was a recent visitor 
to this city, making a special trip here 
to call at the Howard & Foster Co.’s 
factory. Mr. Williams tells some in- 
teresting facts in connection with his 
concern. He says: ‘‘My brother, 
George L. Williams, and myself are the 
members of P. L. Williams Sons, which 
was established in 1843, being now 77 
years old, and one of the oldest retail 
shoe houses in the United States. 
During those 77 years the concern, 
which was established by my father, 
has never had a fire nor a failure, and 
has always paid 100 percent. Wehave 
bought Howard & Foster shoes for 28 
years and, strange to say, this is the first 
time that a member of our concern has 
visited this factory. This concern’s 
line has given splendid satisfaction, and 
Billy McKee, who has always sold us 
the goods, is a prince among salesmen. 
We have taken the ‘Boot and Shoe 
Recorder’ for more years than I can 
remember. I don’t see how any up-to- 
date retail shoe merchant can get along 
without it. Certainly we could not do 
so.”” 

Mr. Williams was among the many 
visiting merchants attending the Con- 
vention of the National Shoe Retailers’ 
Association and the Shoe Style Show in 
Boston. He pronounced it a most re- 
markable affair and one which he would 
not have missed on any account. 


NEW BOSTON OFFICE 


Removed from Long-Established 
Location 


Howard & Foster Co. of this city, 
whose Boston office has been, for many 
years, located at 134 Summer Street, 
have removed the office and sample 
room to 183 Essex Street, where they 
have office and sample room with 
Hazen B. Goodrich & Co. of Haverhill. 


NEW FACTORY ADDITION 


Last-making Concern Now in En- 
larged Quarters 

The Mawhinney Last Company is 

now occupying the addition to its fac- 

tory in the Montello district of the city 

which has been in process of construc- 

tion for several months. The new part 
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Style B03450 


Women’s Koko Brown Russia Calf 
Welt Boot, Arlington last, 81-inch 
height, three-quarter fox, lace, 
imitation tip, perforated vamp and 
lace stay, 17-inch cuban heel. 























Carried In Stock In 
the Following Sizes 

















Price $10.00 


Terms: Net 30 Days 














This boot presents a splendid combination of smart style, 
real value and careful workmanship which makes it a rapid 








seller. 











It is carried in stock in sizes and widths listed above. We sug- 


gest that you send us your order now. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


LOS ANGELES OFFICE NEW YORK OFFICE DENVER OFFICE 


Story Bldg., Los Angeles. Cal. Bush Terminal Sales Building 218 Charles Building, Denver, Colo. 
G. C. McA "EE, Representative 130-132 West 42nd St., Room 1521 TIGER & McNUTT 
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is 70 feet long and three stories in height, 
adding 7,000 square feet of new floor 
space to the plant. On the first floor 
is the shipping and stockroom; on the 
second floor, model rooms and storage 
for models; on the third floor, offices, 
sample rooms, and emergency room. 
On each floor there is a locker room, 
containing steel lockers for employes. 
There are also modern toilet facilities. 
A new electric elevator has been in- 
stalled and other features added. Suffi- 
cient last block storage room has been 
added to carry a ten months’ supply of 
blocks, thus assuring ample drying 
facilities both by air and kiln. A new 
kiln has been installed that will dry 
blocks right from the trees by live steam 
and hot air in half the time required by 
the old method. They can be dried in 
thirty days, if necessary. General 
Manager Paul S. Jones of the company 
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says, in reference to the enlarged facili- 
ties: ‘‘The fulfillment of our plans in 
the completion of the new additions to 
the plant supplies facilities for increased 
production and opportunities for sys- 
tematizing our productive efficiency in 
a way which will give to our customers 
the best results possible in last pro- 
duction.” 


FACTORY ADDITION 


Being Constructed by a Brockton 
Concern 


W. L. Douglas Shoe Company will 
erect an addition to the factory plant 
in this city to be used in connection with 
the sole leather, heel, and inner sole 
departments. This addition will be 60 
by 100 feet, constructed of brick and 
wood. Work is now under way and the 
addition will be occupied in a few weeks’ 
time. 


Haverhill 


GOOD BUSINESS OUTLOOK 


Is the Opinion of Members of the 
Haverhill Trade 


It is the generally expressed opinion 
among the members of Haverhill shoe 
manufacturing concerns that the year 
1920 will be a prosperous period for re- 
tail shoe merchants and shoe manu- 
facturers. Returning from the annual 
meeting of the National Boot and Shoe 
Manufacturers’ Association the mem- 
bers of several Haverhill concerns 
brought with them optimistic forecasts 
of the year’s business. They state that 
shoe manufacturers from all parts of the 
United States expressed the positive 
opinion that there is no prospect of 
lower prices for good shoes and that 
retail merchants will make no mistake 
in placing their Fall orders early, thus 
providing, so far as possible, against 
production handicaps, and that the de- 
mand for good footwear will continue 
unabated throughout the present year. 


NEW STYLES FOR FALL SEASON 


Manufacturers Getting their Sam- 
ples in Readiness 


Traveling salesmen, representing 
Haverhill shoe manufacturing concerns 
which sell the retail trade, will soon be 
on their way with Fall samples. In the 
women’s footwear, which predominates 
in Haverhill’s production, the styles 
will be fully as varied as heretofore. 
Many new patterns, typical of Haver- 
hill originality, will be brought to the 
notice of merchants during the next few 
months. The shortened vamp will be a 


feature of the trade during the coming 
season with modified French toe and 
high heel. Tendency in the production 
of shorter vamps is quite evident, al- 
though nothing radical in that produc- 
tion will be attempted. Many buyers 
who were in Haverhill, in connection 
with the Boston Style Show, said that 
they were ready to place orders for Fall 
goods, believing that there is no oppor- 
tunity for any lower prices and con- 
sidering it good business judgment to 
place their orders early, thus insuring 
correspondingly early deliveries. 
Haverhill is definitely committed to the 
production of high-grade footwear and 
the demand along this line is apparently 
unlimited from every part of the 
country. 


NEW SHOE CONCERN 


Formed to Produce Women’s Foot- 
wear in this City 


One of the newest candidates for 
favor among the shoe manufacturing 
concerns of Haverhill is Charles Gar- 
della Shoe Company. Business will be 
conducted in a new factory building on 
River Street. The concern will occupy 
three floors and produce women’s 
medium grade McKay shoes to the ex- 
tent of about 50 dozen pairs daily. 


FACTORY APPROACHES 
COMPLETION 


Will Be Ready for Occupancy in a 
Few Weeks 


The new eight story factory of the 
Essex Associates, which has been under 
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construction for several months past on 
Essex Street, is now approaching com- 
pletion. The interior fittings are being 
put in place and the various concerns 
which have leased space in the building 
are getting ready for its occupancy. 
The United Last Company, L. B. Evans 
Company, E. A. Witherell Company, 
and John H. Cross, Inc., will have fac- 
tory space in the new plant. 


EQUIPPING THE NEW FACTORY 


Concern Gets Its Recently Acquired 
Plant Into Shape 


The Cooper-Liberty-Thompson Com- 
pany, which operates a plant in this 
city, and recently purchased a factory 
in Marlboro, Mass., is equipping the 
latter plant for shoe production. It is 
expected that the Marlboro plant will 
be ready for occupancy during the 
present month. This concern recently 
increased its capital stock to $200,000. 


CHAMBER OF COMMERCE 
PRESIDENT 


Member of Local Trade Elected to 
That Office 


Fred W. Mears, who operates two 
large wood heel manufacturing plants 
in this city, was elected president of the 
Haverhill Chamber of Commerce at the 
annual meeting of that organization. 
President Mears has been a resident of 
Haverhill for more than 20 years and 
has played a prominent part in Haver- 
hill’s principal industry. He was asso- 
ciated with several shoe manufacturing 
concerns previous to starting in business 
for himself. President Mears has 
served as a director of the Chamber of 
Commerce and on several committees 
connected with the organization. 


SHOE COMPAN Y INCORPORATED 


New Concern Granted Charter to Do 
Business 


The Porell-Magee Shoe Company of 
this city has been incorporated under 
Massachusetts laws to import, buy, and 
sell all kinds of footwear. 


MAKING A TRIP TO CUBA 


Manufacturer Making a Business 
Visit 

C. P. Ellis of Hopkins & Ellis, manu- 
facturers of women’s turn shoes, will 
this month make a trip to Cuba for the 
purpose of calling on the trade on the 
island. This concern does considerable 
business with Cuban merchants and it is 
Mr. Ellis’ plan to ascertain the require- 
ments of his customers for the coming 
season. 
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Plus Business 
for Every Shoe Retailer 
in the United States 


25,000,000 public school children under compulsory 
gymnastic training; 50,000,000 boys and girls, young 
men and young women, between the ages of 5 and 24, 
being transformed into players of indoor and outdoor 
games; 110,000,000 Americans being converted into 
lovers of outdoor life—a whole nation being educated 
to enjoy each year seasons of sport and recreation. 


HIS is the rapidly expanding market 
for just a few of the many types of 
fabric rubber soled footwear. 


Consumer demand is becoming so general 
and the variety of types of shoes needed 
so great that the most careful attention 
must be given to finding the means of meet- 
ing the conditions of the market. 


A few so-called tennis shoes stored care- 
lessly where convenience dictates and where 
customers do not see them—this is no 
longer sound business policy. 


Progressive retail shoe dealers are finding 
a large volume of plus business by stocking 
a line of fabric rubber soled shoes complete 
enough to meet every need and varied 
enough to suggest new uses and new com- 
forts in fabric shoes. 


The United States Rubber Company has 
kept pace with the needs of the rapidly 
expanding market. New types, new styles, 
improvements in manufacture, increased 


facilities for production—these have been 
its policy. 


A new achievement in manufacture has 
just made possible the perfection of a welt 
sole for canvas rubber soled shoes. 


These welt soles, the firmly boxed toes and 
fashionable lasts of the Regent models have 
added to our Keds Line a new shoe of style 
and distinction—Already assured of wide 
popularity and opening up a still wider 
field for the line. 


Keds have now become a most complete 
line of superior fabric rubber soled shoes, 
ranging from the easy, less formal tennis 
shoe at $1.50 a pair retail, to the latest and 
most fashionable styles of footwear at 
retail prices up to $6.50 a pair. 


The extensive national advertising cam- 
paign planned for the coming season will 
make more popular everywhere the many 
types and styles and is sure to make the new 
year the greatest year in the demand for 
Keds. 


We extend greetings to the National Shoe Retailers’ Association 
and its members and wish to assure them of our efforts to secure 
maximum production in all lines which is consistent with the 
maintenance of the quality of our merchandise. 


United States Rubber Company 


This advertisement appeared on January 14 in the Boston Post, Herald- 
Traveler, Globe, and American, during the Convention of the National Shoe 


Retailers’ Association. 
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Boston 


MARK-DOWN SALES 


Lig Values Offered at a Substantial 
Saving to Public 


The exclusive shoe stores of Boston 
ind shoe departments have _ been 
offering during the past week quality 
hoes to the public at prices less than 
-eplacement values. It is suggested 
o the public that Winter, Spring and 
ummer footwear needs be anticipated 
nd a substantial amount saved. Men’s, 
omen’s and children’s shoes of ex- 
eptional value were advertised in 
ist Sunday’s papers and were adver- 
‘ised in the daily papers of the past 
veek. 


AT COES & STODDER’S 


Brogue Bargains Are Advertised in 
Local Newspapers 


At the store of Coes and Stodder, 10 
School Street, two bargains in men’s 
hrogues were advertised to the public, 
in the sale which is in progress. A line 
which was purchased some months ago 
at a low price and which formerly sold 
at $14, with a replacement value of 
$18, sold the past week at $10.90. 
Another style is offered as a special at 
$9.90. This store keeps open on Satur- 
day evenings until 10 o’clock. 


AT THAYER McNEIL CO.’S 


Shoes at 25 Per Cent to 40 Per Cent 
Less Than Replacement Prices 


At Thayer McNeil Company’s a 
Mark-Down Sale took place during the 
past week. Big values were offered in 
men’s, women’s and children’s shoes, 
at 25 per cent to 40 per cent less than 
present replacement prices. This sale 
has been well advertised in the various 
local papers. Attention is called to the 
fact that this store holds ‘‘no stock for 
increased profit, but marks down the 
prices on the basis of original cost and 
givescustomersthe benefit of thesaving.” 


Women’s Department 


Women’s shoes of tan Russia lace 
with brown cloth top to match, in 
broken sizes, with a replacement value 
of $17, were sold at $9.85, also a woman’s 
black Russia calf lace boot with a 
perforated wing cap, all sizes, triple A to 
D, with a replacement value of $19 sold 
at $9.85. Other values in women’s, with 
replacement values of $18, $14, $20 and 
$22, sold at $11, $11.85, $12.50, $14 and 
$17. 

Men’s Department 


In the men’s department, a dark tan 
lace boot, Winter and early Spring 


weight, with a replacement value of $14 
sold at $8. 

A man’s plain toe boot, dark brown 
genuine cordovan, in broken sizes with 
a replacement value of $15 sold at $11. 
Other models in men’s boots, with 
replacement values of $12, $14 and $20, 
sold at $8.50, $9 and $15. 


For Misses and Children 


Misses’ and children’s shoes were also 
sold to the public at exceptional prices. 
A tan calfskin lace boot with a replace- 
ment value of $10 was offered at $7.00. 
A shoe with a replacement value of $9 
in sizes 8 to 101% sold at $6. A growing 
girl’s black calf, gray top lace boot and 
tan calfskin boot with sand color cloth 
top, medium toe and heel, replacement 
value $13 sold at $8. 

A misses’ tan calfskin oxford, sizes 
11 to 2 with replacement value of $9, 
sold at $5.50. 


AT GILCHRIST’S 


Shoe Prices Greatly Reduced Were 
Offered to Public 


At the shoe department of the Gil- 
christ Company, specials for men, 
women, children and girls at greatly 
reduced prices were offered during the 
past week. Women’s $8 to $11 shoes 
were offered at $5.45. Women’s $11 
to $13.50 shoes, broken sizes at $8.35. 
Men’s $3 buckle arctics, broken sizes at 
$1.99. Men’s $10 to $12.50 dressy 
brown shoes sold at $8.65. 

Children’s long legged-rubber boots, 
sizes 7 to 11 were offered at $2.29. 

Girls’ brown high lace shoes, sizes 
81% to 13 4%, at $4.65; women’s 1% black 
kersey spats, sizes 4 to 7, sold at 65 
cents. 

Rubbers were sold in women’s styles 
at $1; in men’s styles at $1.50; in 
children’s styles at 75 cents to $1. 


AT MAGRANE HOUSTON’S 


Selling Out in Progress—Big Foot- 
wear Bargains 


At the store of Magrane Houston 
Company, which is being closed on 
account of expiration of lease, the entire 
stock is being rapidly sold out. 

The past week, children’s and women’s 
shoes were advertised. Boys’ storm 
boots sold as low as $2.95. This was a 
$4 value. Misses’ boots in sizes 1114 to 
2, with a value of $5, sold at $2.85. 
Growing girls’ lace boots, tan and 
black, high cut, sizes 3 to 6, a $6 value, 
sold at $3.95. Boys’, misses’ and chil- 
dren’s rubbers, first quality, in various 
sizes sold at 95 cents, 75 cents and 65 
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cents. Misses’ three-buckle overshoes, 
11% to 2, a $3.50 value, sold at $2.50. 


Women’s Shoes 


A woman’s dress pump of white satin, 
and a woman’s patent pump and 
oxford in broken sizes, an $8 value, sold 
at $4.95. A woman’s brogue oxford in 
tan, AA to C, size 2 to 7, a $12.50 value, 
sold at $9.50. A woman’s lace dress 
boot, brown vici kid, Louis heel, $12 
value, sold at $8.65. Women’s lace 
boots, black or brown kid, cloth tops, 
Louis heels, also women’s tan lace boots 
with winged tips and Cuban heels, 
sizes 21% to 7, $9 value, sold at $6.65. 


IN EXPORT BUSINESS 


Roland M. Baker, Jr., with New 
York House 


Roland M. Baker, Jr., who previous 
to January 1 was vice-president of the 
Bancroft Walker Company of Boston, 
makers of the well-known ‘“‘Walkcroft’” 
shoes, has become associated with 
Charles F. Smillie & Co. of New York, 
exporters and importers of leather. 
Mr. Baker is offering tanners selected 
skins from South America, Java, 
China, India, Australia and the Malay 
Peninsular. He is also buying finished 
leather for export. 


LEATHER MERCHANTS ABROAD 


Messrs. Snyder and Donahue Arrive 
in Liverpool 
Harry S. Snyder, president of H.S. & 


M. N. Snyder, Boston leather mer- 
chants, and Fred J. Donahue, foreign 


. representative of the firm, arrived in 


Liverpool January 30. Mr. Snyder will 
remain abroad two months. Mr. 
Donahue will spend a year traveling 
about Europe. 


NEW FELT COMPANY 


E. H. Enos & Co., 126 Summer 
Street 


The firm of E. H. Enos & Co., 126— 
128 Summer Street, Boston, was re- 
cently established for the purpose of 
dealing in and distributing felt, felt 
specialities, and woven fabrics. Ed- 
ward H. Enos, whose name the com- 
pany bears, has been identified with the 
felt business for the past 15 years and 
has the honor of closing what is said to 
be the largest order ever taken in the 
felt business. The yardage approached 
the million mark. 


LARGER QUARTERS 


Wee Tot Shoe Manufacturing Com- 
pany Also Increase Stock 

Wee Tot Shoe Manufacturing Com- 

pany have found it necessary to move 
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Warmed the Hearts 


Of 5,000 Merchants 
At the Boston Show 


Yankee 

Brogue 
No, 894 
$8.25 


Frenchy 
Brogue 


Dark Tan Russia Calf 
Lace Brogue lord, 
td heel, 24 to8, A to 


Racer 
No. 44844 
$7.65 


ao Koko Side Bal, whole a 
$9.50 ubber Heel, 534 1010, 
Dark Tan Boarded Calf Brogue, Bt fo D 
Lace Oxford, Full Fibre Sole, 
Extra Heavy Sole, 5% to 10, A 
to D. 


First singly and then in crowds—but 
they came in what seemed a never end- 
ing procession. The word had been 
passed around that we were showing low 
priced footwear that had all the looks 
and trimmings formerly devoted to the 
highest grades only—Beauties all. 

To us it seemed like affection shown a 
long forgotten hope. Imagine our 


pleasure to have hit upon;this solution. 
Realizing the demand for this type of 
shoes, we rushed through over 135 styles 
for stock. Order at once and appreciate 
why our booth at the Convention sold 
more and had more visitors than any 


other. 
The Push is 
in the Shoes. 
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into larger quarters because of the in- 
crease in their business. They are 
moving from the fourth floor of 110 
Summer Street to the second floor in the 
same building and are using almost the 
entire second floor. 

There will be a material increase in 
ihe amount of stock kept on hand, 
which will consist of infants’ and chil- 
dren’s welts, McKays and turns and 
also a line of boys’ welts and McKays. 


BUSINESS EXPANSION 


Franklin P. Shumway Company 
Enlarges Floor Space and 
Office Force 


Franklin P. Shumway Company, 
located at 453 Washington Street, Bos- 
ton, has enlarged its suite of offices and 
increased its office force. 

This concern is one of the oldest and 
largest advertising agencies in Boston, 
having in charge both local, national 
and export advertising. Thirty-nine 
years ago this business was founded by 
Franklin P. Shumway, president, who 
is still at the helm directing the services 
of his company as expert advertising, 
merchandising and business advisors in 
the industrial, financial and commercial 
field. 

SNAPPY STYLES 


in Women’s Welts at Lyons & 
Hughes Shoe Co. 


Lyons & Hughes Shoe Co. makes a 
specialty of snappy styles in welt shoes 
for women. It sells to wholesalers, as 
well as to big retail buyers, like the de- 
partment store fellows. Its head- 
quarters are at 677 Atlantic Avenue, 
Boston, and its partners are John W. 
Lyons and John Hughes. 


WITH STANDARD KID 


William A. Platz Covering Eastern 
and New York Territories 


William A. Platz, formerly associated 
with the selling department of Carl E. 
Schmidt & Co., has joined the sales 
force of the Standard Kid Manufactur- 
ing Company, Boston. 

Mr. Platz covers New York City, 
Brooklyn, Newark, Maine, Montreal, 
and Quebec. He is a brother of Fred 
E. and O. L. Platz of the Fred Rueping 
Leather Company. 


STOCK ISSUED 


Cass & Daley Shoe Co. Selling Pre- 
ferred and Common 


Cass & Daley Shoe Co., Salem, shoe 
manufacturers, are issuing $600,000 
worth of preferred stock, par value $100, 
and $150,000 worth of common stock, 
par value $50, through R. M. Grant & 
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Co., bankers, of Boston. The com- 
pany’s statement shows that it has been 
doing business since 1893, that it has 













two factories in Salem, and that it pro- 
duces 6,000 pairs a day of medium- 
grade shoes for men, boys and youths. 


Charleston, 8.C. 


CHANGE IN NAME 


Drake-Inness-Green Now B. F. 
McLeod Shoe Co. 


At the annual meeting of the Drake- 
Inness-Green Shoe Company, held 
recently, it was resolved to change the 
name of the corporation to the B. F. 
McLeod Shoe Company, the change not 
affecting the management of the policy 
of the company. This corporation was 
organized in 1895 with J. B. Drake, 
W. G. Green, S. F. Inness and B. F. 
McLeod in the management. Of these 
Mr. McLeod, president of the company, 
is the only one remaining in active 
association with the business, and it 
was decided by the stockholders that 
the company should be known by his 
name. The necessary change in the 
records has been effected through 
the office of the Secretary of State. 


CONVENTION REPORTS 


Retail ShoeMerchants Enthusiastic 
Over Boston, 1920 


The Charleston shoe merchants who 
attended the convention in Boston 
recently have returned enthusiastic over 
the reception tendered them by the 
good people of Boston. Matthew A. 
Condon, of Jas. F. Condon & Sons, and 
president of the local Retail Merchants’ 
Association, became so enthused over 
the convention that he is deploring the 
fact that there is no State association 
in South Carolina to affiliate with the 
national association. Mr. Condon 
joined the national association while 
in Boston. 





STORE REMOVAL 


Hanover Shoe Store to Move to 349 
King Street 


Quite recently the building used by 
the Hanover Shoe Store was purchased 
with the adjoining one, by the Kerrison 
Dry Goods Company, making it neces- 
sary for this shoe house to seek other 
quarters. The large building at 349 
King Street is now being remodeled and 
will be occupied by the Hanover Shoe 
Store as soon as completed. This con- 
cern enjoys a large patronage, which 
will probably be increased when they 
get into their new and larger store. 


DISCONTINUES BUSINESS 


Martin’s Shoe Store, 244 King 
Street, Selling Out 


Martin’s Shoe Store recently dis- 
continued business at 244 King Street, 
selling out everything, including all 
fixtures. This store was doing a good 
retail business, but the principal owner, 
Mrs. M. Johnson, died some time ago 
and it was decided to discontinue 
business. The location has been leased 
at a high rental by Levy & Nathans, of 
New York, who will open one of their 
chain of ready-to-wear establishments 
here. 

Wholesale Business 


Wholesale shoe dealers in this city 
state that they have made contracts 
for the coming year which assure prompt 
delivery of goods and they are ex- 


_ pecting an active trade. 


Lynchburg Va. 


THE RETAIL TRADE 


Shoe Merchants Say 1920 Starting 
off Well 


Local retail shoe merchants report 
the new year starting off well from a 
business standpoint, but the price 
question is getting to be a serious mat- 
ter. Both retailers and manufacturers 
say all indications point to even higher 


prices than now prevail; in fact, raw 
material is advancing daily, and just 
what the eventual outcome of such a 
condition will be is causing much con- 
cern. Reports to manufacturers from 
their road salesmen show a good de- 
mand, but retail merchants are buying 
mostly on a hand-to-mouth basis, fol- 
lowing, in this, the advice given them 
by manufacturers. 
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Why Is Wood Block 
Paving Laid On End? 


Because any fibre of wood or 
fabric wears better laid “on 
end” than on the side. It 
stands heavy duty and hard 
knocks because— 


The Wear Goes Against 
the Grain 


Firestone builders worked this idea 
successfully in this Firestone Cord Sole. 
They vulcanize into the sole the count- 
less rows of fabric which are sef on end. 
They defy wear for an indefinite time as 
severest tests prove. 


They are flexible, non-skidding and 
water-proof. Your repair man will 
find them easy to apply with nailing 
or stitching. Write for details and 
prices. 


Firestone Tire & Rubber Company 
Firestone Park Akron, Ohio 


restone 


Cord Soles 
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1920 OFFICERS 


Annual Election of Cincinnati As- 
sociation of National Shoe 
Travelers 


The annual election of the Cincinnati 
Association of National Shoe Travelers 
was held at their club rooms in the 
Sinton Hotel on Thursday, January 21. 

The following officers were elected: 
Claude Orr, president; A. L. Willey, 
vice-president; Frank J. Weber, secre- 
tary; Charles F. Weckel, treasurer; 
Irvin Roth, Jesse MacDonald and 


CLAUDE 8S. ORR 
President 


James Cowen were elected as directors 
‘for two years. These officers assumed 
the duties of their offices immediately. 


SALESMEN BANQUET 


Goal Set for 1920 Is $250,000 In- 
crease Over 1919 


A start for a $250,000 increase over 
the business of 1919 was taken recently 
by the forces of the Norvell-Chambers 
Shoe Company, ‘“‘Huntington, W. Va., 
Million Dollar Shoe House,” at the 
annual banquet in honor of the sales 
organization, served at a Huntington 
hotel. Banquet was the proper word 
for the affair, which was suggestive in 
the quantity and quality of the good 
-old days before the war. Theze was 
‘music, too, real jazz produced by 
Nuzzi’s orchestra. The men were in 


A. L. WILLEY 
Vice-President 


Travelin: Tene Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


rE LAC FUA CATAL CALASAA CAAA ESACU AAAS TULA, 


the best of spirits for the New Year, 
and their optimism was only equal to 
that of President John E. Norvell, 
who served as toastmaster. The toasts 
were as follows: 

L. R. Stephenson, ‘‘From Head to 
Foot;” W. W. Starkey, “Systematic 
Works;” E. D. Bean, “How to Open 
New Territory;’ S. K. Lemley,“Loy- 
alty to Your Firm;” W. F. Smith, 
“‘How to Sell Stickers;’’ R. C. Payne, 
“From Chewing to Shoeing;” J. E. 
Baker, ‘Is an Opera Voice Any Help in 
Selling Shoes;” J. H. Hill, “‘Efficiency;” 


Secretary 


H. S. Potts, ‘‘Credits;” F. B. Bouldin, 
*“‘Salesmanship.” 

Those present were John E. Norvell, 
George W. Norvell; F. B. Bouldin, 
Carl Bias, Joseph Thornton, H. S. 
Burns, E. D. Bean, E. D. Foster, L. R. 
Stephenson, J. P. Fisher, S. K. Lemley, 
W. M. Pifer, J. R. Dunfee, Troy Fran- 
cisco, G. H. Francisco, G. A. Brown, 
A. G. Robinson, W. W. Starkey, P. J. 
Ashworth, W. F. Smith, R. C. Payne, 
J. E. Baker, H. H. Haberle, J. H. Hill, 
H. S. Potts and E. P. Smith. 


JOINS NORVELL-CHAMBERS 


R. B. Hayes Joins Huntington, 
W. Va., Shoe Company 

R. B. Hayes, for 23 years a traveling 

salesman in the Guyan Valley territory 

of West Virginia, first for the Hagen- 


FRANK J. WEBER 


—— . 


Ratcliff & Co., and later for the Logan 
Grocery Company, has left the road. 
Mr. Hayes has become a member of the 
house organization of the Norvell- 
Chambers Shoe Company of Hunting- 
ton, W. Va. 


STEPHENSON’ RE- 
COVERING 


Spends Several Days Recently in 
Charleston, W. Va. 


SALESMAN 


L. R. Stephenson, a traveling shoe 
salesman, with headquarters at Ashe- 


CHAS. F. WECKEL 
Treasurer 


ville, North ‘Carolina, spent several 
days in Charleston, W. Va., recently on 
a leave of absence. Mr. Stephenson 
was hurt in an automobile accident 
Thanksgiving Day, but is now nearly 
recovered. 


BUYS SHOE STORE 


Wallace M. Smith and Son Purchase 
Klein’s Bootery, Sheldon, Ia. 


Klein’s Bootery, of Sheldon, Iowa, 
has been sold to Wallace M. Smith and 


his son, Magrum W. Smith. Wallace 
M. Smith, who travels for R. P. Smith 
& Sons Company of Chicago, will re- 
main in his territory, comprising Iowa 
and South Dakota, and the younger 
Mr. Smith will take charge of the 
store. 
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F ind Ther i lace ke Every in 


Calf Skins, Veal Sides, Sides 
In Most Every Known Finish 


For Dress, Sport and Work Shoes | 














[T is possible to obtain our 
upper leathers right through 

the various grades of shoes in 

demand at present. 





‘THE GRIESS PFLEGER: 
TANNING CO. | 


s: Chicago—Waukegan, Ill. 

CINCINNATI, 810 Sycamore _ ” BOSTON, 179-183 South St. 
CHICAGO, North Branch, Halstead St. NEW YORK, 178 William St. 
Cable Addres oe Ee 
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Leather Situation More Active 


Sole Leather Is Advancing with Better Call---Best 
Grades of Upper Are Firm and No Immediate 
Prospect of Lower Values---Hides Stronger 


Greater strength and activity are 
noticed in the leather market. In spite 
of the talk of shaving down prices in the 
retail end, the fact cannot be ignored 
that sole leather is likely to cost more 
during the next few months. It should 
also be remembered that during the 
tremendous advances in upper. leather, 
there was no corresponding increase or 
anything like it in sole leather prices. 
There have been lines of stock which 
have sold at from 2c to 4c per pound 
higher during the past few days than 
was paid for the same grade a few 
weeks ago. 

Buyers who were in the market a 
while ago and thought it wise to delay 
purchases are now in the market ready 
to contract and have actually paid 2c 
per pound more for their regular lines 
of outersoling than they could have been 
purchased for a few weeks ago. It now 
appears to be their attitude to cover at 
the best terms possible. 

Began 


Better Call Year 


A stronger tone is also noticed in the 
upper leather market. There is also 
more foreign inquiry, and the future de- 
mand for leather this year will depend 
a great deal upon the extent of the 
export business. Prospects of lower 
values in hides are not as good as a 
month ago. There has been a good de- 
mand for calfskins and side leather since 


Since 


Kid Leather in Excellent Demand 


Large orders for shoes were placed by 
retailers while in the Eastern market 
during the conventions, and shoe man- 
ufacturers who have taken orders for 
kid shoes have small supplies of kid on 
hand, and are therefore in the market 
to secure supplies. Goatskins were 
never so high in price before and the 
cost of production is enormous. The 
export duty in India on goatskins cou- 
pled with the keen competition there in 
buying will have its effect on the glazed 


her Market 


Review of Leather 
Supplies and Prices 
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kid market. A leading authority and 
very large tanner of upper leather has 
recently received a cable from the other 
side stating that the slaughtering of 
calves has been prohibited in Belgium. 
He says it is reasonable to believe that 
the other countries which have been at 
war will soon adopt the same measures 
so as to rehabilitate their herds, which 
have suffered severely during the past 
five years. Should this practice which 
has commenced in Belgium be intro- 
duced in other foreign countries, which 
it is believed will be done, the effect on 
the price of calfskins and similar leathers 
is self-evident. It should be remem- 
bered that at normal times we import 
about 70 per cent of our raw calfskins. 


Buyers Need Stock 


Tanners state that buyers are de- 
sirous of getting upper leather shipped 
(Continued on page 130) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Sole Leather 


Hemlock sole, heavy, No. 1 
Hemlock sole, seconds, mid 

Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights 
Union steers, flat 

Union cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies ..... 


Offal, hemlock shoulders... . ise 


Union offal, heads 
Oak offal, heads 


Chrome, A. S. dry hide, 714 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides..... 


1910 1918 1919 
Cents per pound 
56 @57 56@ 58 
54@55 54@ 56 
85 @92 .10@1. 20 
80@85 98@1. 05 
84@85 88@ 90 
80@83 90@ 92 
17@18 6@ — 
23 @25 20@ 22 
38@40 3@ — 
24@25 21@ 22 
27@28 25@ 27 
Cents per foot 


43 @50 60@ 65 
—@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


the first of the year and prices have 

maintained their firmness, and now Hides and Skins 

there are indications of much better 1910 1918 
business, and we do not hear any talk Cents per pound 
of materially cutting down prices, —@28 
which still run on calfskins and side —@26 
leathers up to $1.50 for calfskins and —@18% 
over $1.00 for the best grades of side 30@40 
leather. —@34 


Heavy native steers... 2.0... .0scscvces 
Heavy native cows...... 


163%@17 
154%@15\% 
133{@14 
Chicago City calfskins................. 18 @19\% 
B. A. dry hides 21 @23 
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Oh! if I could 
only do justice 
to this shoe in 
print — 











The. salesmanager said “‘play up 189—go the limit—the shoe is 
a winner and we want every dealer possible to reach to know 
about it—you cannot say anything too strong.” 


Well! I am the fellow that has the handle of ad manager on 
my name and am supposed to wield a magic wand in a fountain 
pen. I’ve seen shoes enough to be fussy, but I am willing to go 
on record as admitting this model would get my money where- 








ever shown. 
Words are wholly inadequate, expressive as some are, to define 
the shoe’s virtues collectively. I am forced to dwell on the 


one feature—style. 


To be frank, style sells *em. Consumers know little, perhaps 
oe Se eae ee care less about substantial soles, high-class upper leather, fine 


Bal. Victory Last. Sizes and Widths : 
to satisfy all comers. Carries the pop- trimmings and expert workmanship, but the shoe has all these and 
ular “Wingfoot” rubber heel. Price 


$10.50 on present floor stock. 








more. 
While style sells *em, you, a dealer, know the importance of 
backing style with quality. Here’s a buy that’s a double 
header, for you get both. I could not do more for an old friend 
than I am doing in urging business men I’ve never seen, to order 
now.’ You can please che young chaps who have an eye for 
“features.”’ You can satisfy the conservative men who fall 
for fashions expressive of gentility. Don’t miss it! I have no 
instructions to run this ad again. 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 


183 Essex Street Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
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The price of 
this beautiful 
boot is worth 


asking. 





Nine inch Black Suede 
Boot made in McKay 
and Welt 


; \ ]¥ not only made the shoe—we made the 
leather also. Your customers will 
admire its velvety non-crocking texture. 


Our specialty is cutting unnecessary costs and 
overhead expenses, for your benefit as well 
as ours. 


If your wholesaler does not carry our shoes, 
address us direct. 


GLOBE SHOE COMPANY 


Women’s Welt and McKay Shoes 
Factory: Chelsea, Mass. Salesrooms: 207 Essex St., Boston 








Buyers’ Easy Reference Directory 


[= “hose totally different shoes * | TEE , 
Women’s Brogue Oxfords ark EL 


IN STOCK No. 4500— For the person who is seated at amachine all day it is essen- 
Russia Calf tial that the mexinom of comfort be provided: at the same 
time allowing free and easy movement o! parts of the y- 
= — et No. 10 chair will be found to be extremely comfortable, as 
oodyear Welt, well as a most practical piece of office or factory furniture. 
Outside Wing No. 19 The frame is of all-steel construction, being cross-braced_in 
WATSON Tip, 9-8 inch both frontend beck. and hassturdy stretch ers on thesides. The 
rear posts are continuous from the floor up, forming the comfortably curv 
Model Heel, AA to C. back. The chair has a hardwood saddle seat finished in hogany. All 
Price.... $8.25 joints are hand-riveted, the feet turned in, and all curves are tempered. 
No. 4501— Made in six different heights. 
Same as Write for catalog “‘F” showing and describing a complete line of stools, 
above in Black chairs, trucks, tables, bench legs, and cabinets. 


BLUESTEIN BROS. 173 SUMMER STREET Angle Steel Stool Co., Otsego, Mich. 









































AAD) 1 ONE 1 f IN STOCK 


\ 


Y BLACK BOUDOIRS 
) 


$1.50 Less 2% 10 days 
Sizes 2144-8, ImmediateShipment 
Red and Tan $1.75 
Send us your orders. Dept. X. 


THE BAKER SHOE CO. 


280 River St., Haverhill, Mass. 
i 
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At Once Delivery 


No. 676—Black Suede Ooze Calf, 

2 Eyelette Ox. Welt, Full Louis 

Wooden Covered Heel, AA-C, 
$8.00 
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EIGNER SHOE COMPANY 


173 Summer St., Boston, Mass. 


SUPREME QUALITY 


SHOES FOR MEN 
POPULARLY PRICED 


‘Welt Footwear \Y¥ A \ At Once Delivery 
Sor Women wy 4 \ SAMPLES SUBMITTED 
~ WW AW NS A N D m e 
WELCH, MOSS & FEEHAN CO. [ASS NN " 104 x on oe ak 3 : - 
HAVERHILL, MASS. 


Kistler, Lesh ~ ee 
SOLE LEATHE oo 
| Got eotimates—send use veugh 


AND 
sketch of your store interior, 


BELTING BUTTS showing shelves to be reached 
TANNAGES and let us tell you the cost. 


' Catalogue eongen: 

on mi (Mt. Jewett Burke Muskegon Coburn Trolley Track Mfg. Co. 
ummer St., Boston, Mass. HOLYOKE, MASS. 
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Give your customers 
the best! 


The dealer who uses the same care and pains- 
taking in his arch support purchases as he does in 
his footwear purchases does give his customers 
the best. 


There are good and better arch supports just as 
there are good and better shoes. 


And E-Z Walk arch supports are 
better. 


E-Z WALK MFG. CO., Inc. 


62-70 W. 14th STREET, NEW YORK CITY 



































For “At Once” and Fall, 1920 





MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 





PRICE LIST? 








HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U.S.A. 
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OTe et el eM eH T of MoM Me Me MMe ee To tttes 


PACKING A PUNCH 


in a pair of Pecks 











HOUND 


Syabeal 


It took a great war to put over style in men’s footwear. 
There isn’t an A. E. F. legionaire who won't feel “top hole” 
in Peck brogues for they are London all over. They are 
produced by Master shoemakers. There is a merchant pride 


in showing a red-blooded young man Peck shoes—they sell 





on sight. 


FREDERICK S. PECK 


MAKER OF CASE SHOES 


| WORCESTER MASSACHUSETTS 
ieee | Boston Office, 207 Essex Street 
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Repeat Saleso/ Work Shoes 4 7 


i 


AKE every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want ; 
another pair just like them”. You can do it by selling a box of cd) 
“The Tanners’ Own Dressing” with every pair. A mixture of pure 
animal grease that nourishes and protects the leather, keeps it soft 


and pliable, and sheds water. SS 


PAY Sno DRESSING 
The Tanner's OwnDressing 
25c size Be i 00 per doz. = r per gross 


Se A ES = eaee.......a-_ i 
; + : Samples _. ™ 


£4.00 order— 1 dozen 25c, 2 dozen 10c, Ll dozen sample 
Display stand with 2 dozen 10c or 1 doz-n 25c cans 


- 


“eé 


Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER& VOGEL LEATHER CO,. 


MILWAUKEE::: WISCONSIN 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 


aim of “EAGLE BRAND” production. 


‘EAGLE BRAND’ 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 


of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 


CHICAGO, ILL. 
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copy—sent gratis. 





Now ready for distribution—our vest pocket edition of Shoe Win- 
dow Trim Ideas—showing actual photographs of many varied shoe 
displays. Every shoe man who trims windows should write for 


Trim Your Windows 
Attractively 


- Here is a shoe trim that will add character and selling 
power to every store front. It is our new Colonial 
fluted design, finished in gray and gold—or any other 
style to harmonize witb background. 


Our catalog of ‘‘Display Equipment for Footwear” 
shows many other styles of modern shoe fixtures. 


Send for copy. 


Shoe merchants are invited to visit our attractive 
show rooms, where a new innovation in arranging 
displays permits you to make a careful and accurate 


selection. 


Curtis-Leger Fixture Co. 
$226 W. Jackson Blvd. 


CHICAGO 











THE LEATHER MARKET 
(Concluded from page 123) 


to them before April 1. Calfskin 
leather is in excellent request for smooth 
finish in standard shades, also the 
velvet calfskin which is becoming very 
popular. Colored leathers in the dark 
shades are in excellent demand and 
quoted all the way from $1.00 to $1.50 
afoot. The lower grades are harder to 








MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear Sb your 
shelving and help the ap- 
arance of your store. 
Shipped subject to ap- 
proval and satisfaction 
guaranteed. 
Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures 


Milbradt 
Manufacturing Co. 
2410 No. 10th St. 
ST. LOUIS, MO. 











move, but the accumulation is not as 
large as it was formerly. Side leathers 
are in excellent request, particularly 
for the medium priced shoes, and 
leather resembling calfskin in appear- 
ance in the newer finishes is selling 
freely at prices ranging from 60c to 
$1.00 a foot. Colored side leather is in 
better demand than black. 








MISCELLANEOUS 


There is a good call for patent leather 
and in spite of the exchange rates there 
is an excellent call for export. Prices 
on this range from $1.00 to $1.25 a foot 
and tanners are very busy. 

The outlook generally is for an active 
season in virtually all kinds of upper 
and sole leathers. 
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STORE LADDERS 
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YERS & BRO. 


HAY TOOLWORKS 


Metal Shoe Fitting Stools 
and Floor 


Mirrors 


No. 141 


Write for 


THE CHICAGO 
ond Prices WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 














